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LENTY of prospects, but only one you? 

Losing business now, perhaps more in 
the future, because you cannot be in a 
dozen places, all at the same time? 

Should be cultivating your new prospects 
and recultivating those called on once or 
twice, but can’t neglect those who are 
ready to close? 

Need to multiply your selling personali- 
ty, don’t you? Can’t do that without help, 
can you? 


WANT A SUGGESTION? 


In cultivating the prospects that you will 
call on tomorrow, next week and the week 
after, while you are calling on those al- 
ready cultivated, Direct Mail advertising \ 
can give you needed help. 

It will multiply your selling personality, 
representing you in the mental presence of 
many prospects, all at the same time, with 
only one “if’’... IF YOU WILL USE Direct 


Mail advertising, thoughtfully and consist- 





LIFE INSURANCE COMPANY 
Springfield, Massachusetts \ 


Alexander T. Maclean. President \ 
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KARDEX— of course! 
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’s amazingly simple for the PROVIDENT MUTUAL 1.2fe Jusurance Co. 
—with KARDEX contro/ 


cheerful, neat- 
earing office in Phila- 
hia, a great life in- 
knce company like 
vident Mutual has a 
ble and easy way of 
wing how it stands 
h each man and woman and boy 





girl in its large “family” of 
cy holders. 

lere, maintained with consum- 
te efficiency, is Provident Mu- 
’'s master accounting record of 
\000 individual policies on the 
's of 200,000 policy owners. It’s 

jdex of course—and since the 
imer of 1929 it has been paying 
Way in savings of time, labor and 
hey. 

Ihe visible margin of Kardex en- 
d this company to combine sev- 
records in one master control, 
fing all desired information in 
| place where it is available at a 








glance. Thus the time re- 
quired for reference, for 
posting of premiums, 
dividends, loans andother 
data was reduced sub- 
stantially. And being pro- 
tected in individual 

Nmieeth’ ”, these valuable records es- 
cape the wear and tear of repeated 
handling and always remain in good 
usable condition. 

Summing up over fifteen years of 


satisfaction, Mr. Willard D. Holt, 
Assistant Secretary of Provident 
Mutual, says “The entire cost of 
equipment and installation, includ- 
ing rewriting data on 300,000 lighter 
weight cards, was completely paid 
for through operating economies in 
less than five years. This Kardex 
Record Control has been in use since 
1929, and only once, four years ago, 
was it necessary to do some minor 
overhauling at a nominal expense.” 


IN EVERY BUSINESS there is an opportunity to combine better administrative control 
and real operating economies with Kardex. Remington Rand Systems and Methods 
Technicians are trained in intelligent cooperation. Call our nearest Branch Office. 
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REMINGTON RAND 
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IF you are thinking of your savings, 
you must ask yourself where you 
can invest your funds safely and 
profitably so that they will be re- 
turned to you thirty, forty or fifty 
years hence. The best way to gauge 
the outlook for insurance in years 
to come is to look at its record in 


the past. 
» 


To prove the investment 
value of Life Insurance by 
quoting actual instances of 
how it has weathered various 
economic storms in the past, 
is the purpose of the Great- 
West Life newspaper adver- 
tisement at the right, the 
lead paragraph of which is 
quoted above. This is one 
of a strong series designed 
to assist the Company’s Rep- 
resentatives in their work. 


The GREAT-WEST LIFE 
ASSURANCE COMPANY 


HEAD OFFICE — WiNNIPEG — CANADA 
— Over $830,000,000 


Business In Force 


LIFE INSURANCE 


GROUP INSURANCE 
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LIFE SALES 


ASSOCIATION OF LIFE INSURANCE 
PRESIDENTS 
New Paid-For Life Insurance—Not Including Revive 


or Dividend Additions—39 United Statx 
Companies Having 81% Total Outstanding Insurance 
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1943 
over 
1942 1943 1944 1942 
ORDINARY INSURANCE 
$803,580 $389,065 $494,059 —51.6% 
490,187 396,266 517,041 —19.2 
432,941 496,854 565,705 148 
382,699 505,276 523,278 32.0 
373,945 475,695 547,638 27.2 
380,811 493,293 592,133 29.5 
381,128 493.467 530,345 29.5 
349.481 468651 521,010 341 
344,460 455,760 472354 323 
384,572 486,227 545,712 264 
369,007 504.361 550,070 367 
415.430 508857 545,424 225 
5,108,241 5,673,772 6,404,769 = 11.1 
INDUSTRIAL INSURANCE 
143,281 127,443 ~—:131,091  —10.9 
141,388 133,643 131,108 —55 
160,628 151817 137811 —55 
180,666 .143,324 124535 —207 
157871 ° 143,413 136,127 —92 
140,263 135,778 125,183 —32 
125.679 126,398 112,395 6 
126,782 122302 115499 —35 
126,686 123529 111,226 —25 
127210 121,320 124976 —46 
170,267 154287 140421 —94 
1,753,724 1,617,508 1,524,534 —78 
GROUP INSURANCE 
49,076 93,818 190,145 91.2 
50,232 90,689 62.597 80.5 
97,826 130,390 88.179 33.3 
124.823 124.983 126,479 ‘1 
87.773 154,406 136,333 75.9 
161,061 143,888 125,675 —107 
151.344 131,599 80,220 —13.0 
83,303 89,168 110,319 7.0 
84.799 112.707 64.796 329 
114180 129,670 —:101,755 13.6 
317,372 393,635 222,532 24.0 
1,399,883 1,727,731 L 406,940 23.4 
TOTAL INSURANCE 
995,937 610,526 815,295 —38.7 
681,807 620,598 710,746 —90 
691,395 779.061 791,695 127 
688,188 773,583 774,292 12.4 
619.589 773,514 820,098 248 
682135 772,959 842,991 13.3 
658151 751,464 722960 142 
559.506 680,121 746819 21.5 
555.945 691.996 648376 24.5 
610,397 755.351 776801 23.7 
903,069 1,056,779 908,377. —-:17.0 
8,261,848 9,019,011 9,336,243 92 


—131 
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LIFE INSURANCE SALES 
RESEARCH BUREAU 


HE volume figures included in 
this Survey represent estimated 
total new paid-for Ordinary Insur- 
ance sales exclusive of increase, re- 
vivals, dividend additions, reinsur- 
ance acquired, annuities, group and 
wholesale business of all companies 
operating in the United States. 
These estimates are based upon the 
experience of 53 companies repre- 
senting 80% of the new Ordinary 
Life Insurance in the United States. 

The comparative percentages are 
based upon the actual experience of 
the 53 contributing companies; the 
“index”? compares to the same pe- 
riod during the five years 1939-1943. 


Total Ordinary Sales by States 


DECEMBER 1944 

Ratios In- 
Sales °4443 dex 
Volume All All 
in $1000 Cos. Cos. 


BE 3 vac case $6,994 120% 115% 
ee 2,399 109 134 
 * aaa 4,521 111 124 
EN faa -n'aie.05 60,717 109 138 
Se 7,526 108 124 
St er 13,038 102 107 
ae 364 §=86 65 
| ae 5,707 216 136 
a 11,941 119 154 
ae 9,839 103 106 
ere 2,908 102 139 
area 53,989 104 106 
| 2 ae 18,354 102 118 
ae 15,159 106 116 
NS Bi 5 Ss nese 11,831 113 135 
| i a e 9,204 109 132 
ae 8,574 121 137 
ee 3,996 102 121 
| ae 10,994 98 100 
| “ee 25,876 103 115 
fee 30,977. 118 119 
a 14,224 108 113 
3a 5,561 121 129 
Te aa 19,618 99 107 
rer 2,631 119 129 
EE Aion < sso 8,733 94 119 
ee ee 988 125 128 
| are 2,551 93 102 
ae 28,792 113 102 
N. M. 1,972 107 137 
|) Ae ee 100,778 109 108 
Mee 12,541 110 121 
1 ae 2,579 8&6 115 
| SL ae 41,286 97 105 
ae 10,338 117 119 
ME ee ire a 6,815 100 118 
=e 52,357 102 99 
as, ss. 5,190 104 115 
| ene 5,620 102 117 
| ae 2,985 107 140 
BS ee | 10,111 101 112 
Texas * as 31,906 103 104 
Se 5,246 123 170 
See 1,497 78 95 
ae 11,600 89 110 
|e 13,600 99 134 
ae 6,477 107 116 
16,672 97 118 
SR 1,753 126 150 











U.S, Total.. $740,329 106% 114% 
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“Super-SNAFU...” 


the guy was, I’m tellin’ ya... His mother writes 
him his wife is slapped in the hospital, will let 
him know what the docs say . . . and the letter’s 
five weeks old! . . . He phones the States, can’t j 
raise anybody at home or wm the hospital... and 
figures she must have passed away. Curtains! ... 
Well, for two weeks the guy’s in a slipstream. We 
went crazy tryin’ to cover him on the job... Then 
a letter comes from his wife. Whole thang was a 
false alarm. She’s okay, in Florida with her folks. 
So he snaps out ...I’m glad my folks know enough 
to use V-Mail. Gets here in seven, eight days, so 
you don’t worry yourself silly between letters...” 


V-Mail has a special form, so the letter can 
be processed into a film strip, flown on fast 
transport planes to a point nearest destination, 
reproduced and delivered fast . . . saving weeks 
over ordinary letters sent by slow ship, saving 
sorely needed shipping space . . . Send shorter 
letters, more frequently, the fastest way—with 
V-Mail! Get forms in stationery, department, 
drug and variety stores. Or we'll send a packet 

of six with our compliments. Address below... 


Make it V-MAIL! 


ITNEY-BOWES POSTAGE METER CO. 
2977 Pacific Street, Stamford, Conn. 


of Metered Mail, world’s largest manufacturers of Postage Meters, 
postage for business mail... now devoted to war production, 








**Mutual’s new Lifetime Compensation Plan 
brings full assurance to the underwriter that 
‘he profits most who serves the best.’ It en- 
ables us to render a vital public service and, 
at the same time, offers us new sources of 
income. I believe it forecasts a new era in the 
business of selling life insurance.” 


JOHN R. TAYLOR 
New Bern, North Carolina 





“I believe the outstanding feature of the 
Plan is the fact that it makes it financially 
worthwhile for the underwriter to render 
continued service to his policyholders. 

“I wish the Plan had been in force when I 
entered the field back in May of 1924.” 


CORNELIUS J. McCOLE 
Wilkes-Barre, Pennsylvania 








“Anyone entering the service of the Com- 
pany nqw as an agent is afforded the oppor- 
tunity of securing a most satisfying income 
during his productive years and real financial 
security in old age. 

“Any person who enjoys selling and social 
contacts c t, in my opinion, select a more 
independent or a more satisfactory vocation 
than is now offered in the Lifetime Plan.” 

J. WARREN TIMMERMAN 
Macon, Georgia 





life Insurance 
Selling” 


“THE MUTUAL LIFETIME COMPENSATION PLAN 


helps Field Underwriters render a more professional 
service to the insuring public and make a better living 
for themselves—without added cost to policyholders. It 
pays for service and for quality of business, as well as 
for volume. 


The Field Underwriter who does an efficient job re- 
ceives substantially more over a period of years than 
he could obtain under the usual commission contracts. 
The Lifetime Plan also provides these extra sources of 
income, over and above all commissions: 


@. Service Fees for looking after the needs of policy- 
holders. 


6. Efficiency Income for continuous quality pro- 
duction. 


@. A generous Retirement Income any time between 
age 60 and 70. 


Our Field Underwriters have enthusiastically hailed this 
Lifetime Plan, which makes field underwriting a well- 
paid profession, worthy of professional study and 
achievement. 


Our 2nd Century of Sewice 


THE MUTUAL LIFE 


INSURANCE COMPANY of NEW YORK 
“Pirsl in America” Lewis W. Douglas, AcsidenT 


34 NASSAU STREET NEW YORK CITY 
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Vd Se Proud, too, of That 1944 Record 


THE FRANKLIN LIFE INSURANCE COMPANY 


CHAS. E. BECKER, PRESIDENT 7 SPRINGFIELD, ILLINOIS 


One of the Fifteen Oldest Stock Legal Reserve Life Companies in America 
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The Mutual Benefit Life Insurance Company, 
Newark, N. J. observed its 100th anniversary on Janu- 
ary 31 last. On this memorable occasion in the com- 
pany’s history we extend our congratulations. The 
centennial convention, scheduled for May this year, has 
been cancelled. 

To Robert L. Patterson, the company’s first Presi- 
dent, goes the major share of the credit for its creation. 
He studied life insurance in England and returned to 
this country at the age of 69. He, together with 11 
other men, organized the company, and these men keld 
their first sales meeting in the rear room of a grocery 
store. The first policy was sold to B. C. Miller, Secre- 
tary. Mr. Miller proved to be a good risk—he collected 
the face amount of the policy at age 96 and died at 98. 
At the end of its first year the new company had issued 
624 policies for a total amount of insurance in force 
of $2,110,717. Mutual Benefit was the first company 
(1849) to employ a Mathematician, known today as 
an Actuary. In 1845 conditions were entirely different 
from today. Newark was a city of 25,000; New York 
City had 375,000 people; the United States was made 
up of 27 states with a population of 20,000,000; Florida 
and Texas were admitted to the Union in that year ; two 
territories, lowa and Oregon, were seeking Statehood ; 
travel was primarily by stage coach and boats and roads, 
except in the largest cities, were mud in wet weather 
and dust in dry spells. Quill pens were used to write 
letters and the mailing cost for a single sheet of paper 
varied from 6¢ to 25¢. The national debt was $15,- 
925,303. 

But business was the order of the day in 1845. It was 
But business was the order of the day in 1845. It was 
an era of expansion and great opportunities. Rich land 
was available for practically nothing in the West; em- 
ployees were in demand in growing cities but most men 
wanted to go into business for themselves. Many failed 
but in that period some of the foundations of America’s 
greatest fortunes were laid. Jay Gould was the out- 
standing financial leader of the day. Still young boys 
were the coming financial giants—Marshall Field, 1835- 
1906; J. P. Morgan, 1837-1913; J. D. Rockefeller, 
1839-1937 ; John Wanamaker, 1838-1922 and Andrew 
Carnegie, 1835-1919. Many a business has been cre- 
ated, has enjoyed prosperity and then, unfortunately, 
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suffered reverses and has died since 1845. Over a pe- 
riod of so many years with all the attendant panics, 
wars, epidemics, depressions, etc., only the most sound 
of organizations and only those devoted to the public 
welfare could survive. 
Life Reports on the Mutual Benefit summarize better 
than any other words this factor; “It has long been 
most ably managed (and) throughout its entire exist- 
ence, its management has sustained the highest ideals 
of business equity.” 

Another life insurance company is beginning its 

second century of continuous service to the public. In 
these days of theories such performances stand out like 
beacon lights—one business at least is giving the public 
the best possible service. No theory, no matter how at- 
tractive, can supplant such service. 
**x*k In the past, when money was “easy,” it was 
customary to find numerous new life insurance cor- 
porations. Most of those which have come into ex- 
istence recently are in the specialty classification ; viz., 
(1) they represent: expansion into the life field of 
established accident and health companies; (2) they 
are reincorporations of existing assessment or fra- 
ternal concerns or limited stock companies; (3) they 
have been sponsored by influential interests for 
“special” purposes, such as to provide Group insurance 
for members of Labor Unions, etc. 

The absence of life company failures is a gratifying 
condition and is explained by the healthy financial 
position of the industry as a whole. No single answer 
comes to mind to account for the dearth of new com- 
panies but perhaps this situation is brought about by 
one or more of several factors. Under present new 
financing regulations additional expense and certain 
unwelcome restrictions are created and some financiers 
may shy away from new promotions for these reasons. 
Then we have the present low interest condition, which 
is an unfavorable factor in that life insurance company 
funds cannot be invested to provide the higher yields 
available some years ago. One of the most important 
items acting as a determent in the new financing field is 
the fact that for many many years no newly organized 
life insurance company (with a few exceptions sur- 
rounded by unusually favorable conditions) could hope 
to successfully meet the stiff competition of the older 
and well-established companies and still expand at a 
sufficiently rapid pace to the point where early profits 
could be realized. There is less profit margin in the busi- 
ness today (investment yields down and expense trends 
up) than in any period of “good” times for more than 
a generation. These facts should lead any financier to 
think twice about “starting” a life insurance company 
unless, and there are exceptions, the conditions under 
which the new concern is to operate are favorable. These 
remarks concerning new companies do not refer to es- 
tablished institutions because different factors are ap- 
plicable to older companies and satisfactory earnings 
may be realized with experienced and efficient manage- 
ment, even under present conditions. 
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Medical science is full of strange and un- this re 
usual words. operat 
One of the most exciting is “chemo- I but 
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1. Many of our badly wounded soldiers, sailors, and marines ove taXes, 
their lives to new drugs...sulfa and penicillin... which have hg lack o 
spectacular success against perils like gangrene, terrible burns, anjg time t! 
blood poisoning. Chemotherapy—which takes advantage of thg erate ( 
effects of chemical action upon body tissues and invading bactem§ severa 
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2. For the 20 years after that, research brought no striking discov- 3. You know the dramatic story of the next discovery, penicillin In 











eries. Then a strange chain of events revealed that a patented dye Although not strictly a chemical. it attacks some of the same germs abroa 
possessed a life-saving element. And so, the sulfonamide drugs as the sulfa drugs—and others against which these drugs have littl the 1 
were made available to the world. In the less than ten years they or no success. But the search for other “specific”? chemicals is fa insur 
have been in common use, they have saved countless lives. Some from over. Medical scientists constantly seek to improve existing when 
ferms of meningitis, streptococcic infections, and other dread dis- ones and find new germ-fighting elements. There must be long ang Ness 
eases, including the common forms of pneumonia, have met a careful experiments for each discovery, for sometimes the “germg asset: 
powerful adversary. poison” is poisonous to the human body, too. the r 
unde: 
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4. But chemotherapy is no cure-all. Because it does so much to reduce the deadli- the P 
ness of some of our worst diseases, some people may expect it to perform miracles. of tl 

It must always be remembered that these chemicals should not be used without later 

sound medical advice, otherwise there may be detrimental results. But chemo- ican 
therapy, rightly used, is a tremendous gift of medical science to our civilization. in co 
a fey 
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THIS ADVERTISEMENT is one of a continuing se- hatic 

4 e ries sponsored by Metropolitan in the interest of are ; 
Metropolitan Life insurance Company a safer and healthier nation. It is appearing [ ;, tl 

gazines with ; al circulatio =xcess O 
a ee rereee sy 30,000.00, i chien Clare, Tome, ‘Saturday whic 
Evening Post, Ladies’ Home Journal, Good 2 
Frederick H. Ecker, CHAIRMAN OF THE BOARD Leroy A: Lincoln, PRESIDENT Housekeeping, Cosmopolitan, McCall's, Amert- FEB 


can Magazine, Woman's Home Companion, 2 
=] National Geographic, Parents’, and Redbook. 2 


1 MADISON AVENUE, NEW York 10, N. Y 
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N THE past the life insurance companies of the 
United States have not shown any great inclination 
to write life insurance in foreign countries and present 
viewpoints do not seem to forecast much change in 
this respect for the future. A few of the companies did 
operate in Europe for some years prior to World War 
I but the volume of business was very small propor- 
tionately, and following that war these companies im- 
mediately withdrew uncertain situations 
as to monetary conditions and tremendously increased 
taxes, in addition to the risks of political upheavals and 
lack of proper investment opportunities. At the present 
time there are a few United States companies that op- 
erate outside the continental limits of this country, and 
several Canadian companies -have a fairly important 
volume overseas. Over two years ago we prepared 
an index of all United States and Canadian companies 
(those doing business in the United States) which 
operated abroad and this has been brought up to date as 
it will be of general interest in any discussion of this sub- 
yject. The roster was prepared primarily to cover the 
operations of United States companies but it must in- 
clude Canadians also as they do most of the foreign 
writing insofar as the two countries are concerned. 
It will be noted that most of these transactions have 
been conducted within the confines of the British Em- 
pire or in countries where American and British in- 
fluence has been great, and there is good reason for 
this. It will be found that the countries coming under 
this classification are generally more stable and con- 
sequently there is less risk of disturbance to foreign 
corporations. 
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Experience in Russia 


In part explanation of the limitation on writings 
abroad we mention the experience in Russia following 
the 1917 revolution. There were a few American life 
insurance companies operating there at that time but 
when the Soviets took control, the life insurance busi- 
ness was taken over as a national enterprise and the 
assets of the companies confiscated, apparently to cover 
the reserves on the business, which was to be operated 
under the Socialistic program. A year or so later a 
decree of the Government cancelled all insurance in 
the private companies, leaving the Russian policyholders 
of these companies without recourse. Many years 
later a group of these same policyholders sued in Amer- 
ean courts for their equities and finally were successful 
in collecting a part of their claims (amounting to only 
afew cents on the dollar after currency exchange dif- 
lerences, etc.). This, however, points to the danger of 
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compaimes. Even today there seems to be a tendency 
abroad to discriminate against companies of other 
countries by imposing more stringent regulations as to 
investments, deposits, etc. before license will be eranted 
a foreign corporation to operate. 


Need For U. S. Coverage 


lor these reasons and others there did not appear 
to be any desire on the part of the American companies, 
in normal times, to operate in any extensive fashion 
outside of the United States and Canada. However, 
there is a very legitimate need for life insurance cover 
age in American companies in foreign countries and 
after the present war it is possible that some limited 
expansion will be seen in this direction, because it 
may be that the United States will take a leading part 
in international affairs. Some of this business abroad 
is developed right here in the United States where a 
person going to a foreign country on business, either 
temporarily or permanently, desires to obtain insurance 
in a United States company. Other business is devel 
oped abroad by American agencies on the lives of for- 
eign residents in those countries. In addition, in some 
cases, natives of foreign countries often desire that 
their insurance be placed in American companies, no 
doubt believing that our companies are more stable 
than the domestic carriers. \Whatever the reason, the 
need exists for and is being met by American life in- 
surance, although the war in the Pacific has disturbed 
Far-Eastern transactions of this character. 


Far-Pacific Disrupted 


Since the Japs decided to spread their theories of 
Eastern “culture” far and wide, the lights temporarily 
went out on legitimate business in many of the coun- 
tries adjacent to the Far-Pacific—with our continuing 
military victories a resumption of business may be ex- 
pected in due course. A number of United States, Ca- 
nadian and British companies operated in that part of 
the world and naturally their organizations are, for 
practical purposes, closed up now because of the occupa- 
tion by the enemy of such places as Siam (Thailand), 
Dutch East Indies, Hong Kong, Singapore, Shanghai, 
Straits Settlements, Malay States, French Indo China, 
the Philippines, etc. 

In Manila were domiciled three domestic Filipino com- 
panies—Filipinas Life, Insular Life and the National 
Life; naturally their properties have been under the 
control of the Japs—a major change is being effected 
in this respect at this writing. Two Canadian companies 
—the Manufacturers Life and the Sun Life—operated 
in Japan itself and their affairs in that enemy country 
have been taken over by the Jap Government. 


(Continued on the next page) 
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It is likely that after the Axis countries have been 
defeated an adjustment will be made on account of 
these situations similar to the arrangement following 
the Armistice in 1918. It is possible that some form of 
reparation will be effected in a general settlement after 
the war. However, no one can tell at this writing what 
the future situation will bring in its details. 

It is of interest to note here that the Supreme Court 
of the United States has held that when a policyholder 
in a United States company becomes an enemy alien his 
contract is terminated and the reserve at the date of the 
failure to comply with the terms of the policy is payable 
to the owner of the policy as of that date. The States, 
however, have not followed this ruling. In New York, 
it has been held, a situation of this nature would involve 
the suspension of the policy but permit subsequent rein- 
statement, and in Connecticut the policy is totally for- 
feited for non-compliance with its provisions unless the 
insured is protected by a non-forfeiture provision. In 
the past, if an enemy alien was in a position to continue 
premium payments, these were accepted. During World 
War I where United States companies were doing busi- 
ness in Germany through branch offices in that country, 
the policies remained in force during the War if the 
premiums were paid at the company’s branch offices. 


Peace Treaties and Local Laws Governed 


In the Treaties of Peace with Austria, Germany and 
Hungary following World War I, provisions were in- 
cluded governing life insurance contracts entered into 
with a person who subsequently became an.enemy. 
These Treaties provided that where the contract with 
such a person had lapsed during the war owing to non- 
payment of premiums, the payment of which was 
prevented by regulations of war, or which became void 
through breach of conditions of the contract, the insured 
or his representatives, or other persons with title, had 
the right at any time within 12 months of the effective 
date of the Treaty of Peace, to claim from the insurer 
the cash value of the policy at the date of the lapse or 
voidance of contract, or, within 3 months, to restore 
the contract on payment of the premiums with interest. 
The Treaties also provided that in cases where contracts 
had been entered into by a local branch of an insurance 
company established in a country which subsequently 
became an enemy country, such contracts would be 
governed by local law in the absence of any stipulation 
to the contrary in the contract itself. In view of this the 
status of life insurance policies on the lives of enemies 
in that War were accordingly determined and fixed by 
the said Peace Treaties or by local laws. 

There are still some problems to be solved concerning 
the treatment of policies held by enemies as well as 
those held by our own citizens who have been caught 
in enemy occupied territory. The Peace Treaties are 
expected to govern some matters while others will be 
settled by company practice and U. S. laws within the 
spirit of liberalism which is so much a part of Amer- 
ican life insurance. 

In the main the territories given in this article were 
taken from Best’s Life Insurance Reports, 1944 
edition, and in some cases it will be found that where 
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a company specifies writing in, for instance, “Europe” 
another company will give the exact country. Also, 
listings will be found for such places as China, Dutch 
East Indies, Japan, Sarawak, Siam, Straits Settlements, 
Malay States, etc., and we should like to point out 
that these listings naturally are subject to the explana- 
tion that the Japs at present are in control of those 
countries and normal business transactions cannot be 
carried out. 

Also, we should like to explain regarding the entries 
of the “West Indies” and the “British West Indies,” 
The group of Islands known as the West Indies gener- 
ally include Cuba, Dominican Republic (Santo Do- 
mingo), Dutch West Indies, Haiti, Puerto Rico and 
the Virgin Islands. The British West Indies comprise 
in the larger group, the Bahamas, Barbados, Bermuda 
(this is included although not strictly in the Indies), 
Jamaica, the Leeward and the Windward Islands, and 
Trinidad. In addition, there are a great many small 
islands that constitute the British West Indies, such as 
Grenada, St. Vincent, St. Lucia, Antigua, Barbuda, 
Redonda, St. Christopher (St. Kitts), Nevis, Anguilla, 
Dominica, Montserrat, Sombrero and the British Virgin 
Islands. However, all in this latter group are generally 
included under one of the other main islands, such as 
the Bahamas, Jamaica, Leeward and Windward, etc. 
In our report, and also in the following listing, will be 
found the general heading “British West Indies.” The 
companies which reported under this heading may be 
considered therefore as operating in all of the six main 
islands and also in the smaller islands mentioned. 
Following the British West Indies heading we give the 
companies which reported to us as operating in specific 
islands, such as Bahamas, Bermuda, Jamaica, etc. The 
companies listed under British West Indies therefore 
apparently will consider issuing policies in any of this 
entire group, while the others apparently have facilities 
for issuing policies only in the specific islands men- 
tioned, although it is possible they will consider under- 
writing a risk in the other islands upon application. In 
the section under “North America” where we list 
“Canada,” we are including only the United States 
companies, which operate in Canada, as it follows that 
the Canadian companies would be licensed there. 


Insurance By Correspondence 


Several companies are not included in the following 
listing, and these are: The Church Life, the Postal Life 
of New York, Presbyterian Ministers and Teachers 
Insurance and Annuity Association. These companies 
are licensed in New York state only (Presbyterian 
Ministers in Pennsylvania only) but by correspondence 
insure risks outside of the country. They do not specify 
the countries in which they will write a policy as this 
depends upon the country and the conditions surround- 
ing the individual risk at the time of application. For 
instance, at present it is not likely that policies are 
issued by this group in the Far East in those countries 
where the Japs are in control. 


AFRICA 
Egypt: Manufacturers Life (Toronto, Ont.) Sun 
Life (Montreal, Can.) 


(Continued on page 40) 
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ance company field, published in the February or 
March edition each year, is shown here for 1944. 
A feature of the table, introduced several years ago, 
is the “History” reviewing these changes since 1929. 

The high points in activity for receiverships were 
in 1932 and 1933, when 12 companies went out of 
business in this manner in each of those years; in 
1931, 27 companies passed from the scene through 
merger or reinsurance; 38 new companies were or- 
ganized in 1929 and on two occasions, 1929 and 1935, 
6 companies changed titles. In referring to the results 
in 1944, when no receiverships occurred, only one com- 
pany reinsured and only 6 new companies were organ- 
ized with 3 changing titles, it is obvious that the trend 
has reached a point where there is only nominal ac- 
tivity in these various categories. 


Ox annual review of changes in the life insur- 


History of Changes Since 1929 
(Number of Companies Involved) 








Receiver- Mergers & New Change 

ships (a) Reinsurances Companies ¢ in Title 
Year No. % No. lo oO. o No. % 
1929 43 4.17 19 10.16 24.84 6 12.00 
1930 3 4.17 19 10.16 20 13.07 5 10.00 
1931 6 8.33 27 14.45 10 6.54 5 10.00 
1932 12 16.67 19 10.16 3 1.96 2 4.00 
1933 12 16.67 13. 6.95 7 458 Wo coca 
1934 9 12.50 4 2.14 4 2.61 3 6.00 
1935 5 6.94 11 5.88 10 6.54 6 12.00 
1936 8 11.11 13 6.95 16 10.45 4 8.00 
1937 o 417 14 7.49 6 3.92 2 4.00 
1938 5 6.94 14 7.9 4 261 3 6.00 
1939 2 2.78 8 4.28 S 2a 1 2.00 
1940 3 4.17 7 3.74 6 3.92 1 2.00 
1941 es dodase 7 3.74 7 458 4 8.00 
1942 1 iss 8 428 5. gar 3 6.00 
1943 BP asta 3 1.60 6 3.92 2 4.00 
1944 * 1 53 6 3.92 3 6.00 
Totals 72 100.00 187 100.00 153 100.00 50 100.00 


* None. 

t Includes only companies actually licensed; many companies never 
complete organization. 

One of these was a voluntary liquidation—no loss involved. 
(a)“Receiverships” are also included under “Mergers and Reinsur- 
ances” in same year or shortly thereafter; life insurance companies are 
seldom liquidated—they are generally reinsured in some other company. 


New Companies 


Amalgamated Life Insurance Company, New York, 
N. Y.: Incorporated as a stock company on September 
29, 1943, licensed January 10, 1944, and began business 
February 1, 1944. The authorized and paid-in capital 
is $300,000. The par value of the shares is $100, sold 
at $150, thus producing a surplus of $150,000. The 
company writes Ordinary Group Life and Group Acci- 
dent and Health on the non-participating plan. 
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American Home Life Insurance Company, Spencer, 
Iowa: Mutual legal reserve company incorporated June 
7, 1944, licensed July 29, 1944, began business July 
31, 1944. 

Beneficial Standard Life Insurance Company, Los 
Angeles, California: The company was incorporated 
on March 25, 1940, as the Beneficial Casualty Insur- 
ance Company and was licensed May 13, 1940. In 
February 1944, the present title was adopted and the 
company entered the life field. 

Constitution Life Company of America, Los An- 
geles, California: Licensed in December 1944, capital 
$250,000, surplus $200,000. The company expects to 
merge with the Postal Union Life Insurance Company 
of Los Angeles, at which time the latter will cease to 
exist. 

Employers Life Insurance Company, Birmingham, 
Alabama: Organization announced June 26, 1944, to 
operate as a companion company to the Employers 
Insurance Company of Alabama, a casualty company. 
The capital is $200,000. The par value of the stock 
is $10 and is being sold at $15 to accumulate a surplus 
of $100,000. The company writes Ordinary, Intermedi- 
ate and Industrial life insurance, Group Life, Group 
Hospitalization and Group Accident—Health insurance. 

Mutual Savings Life Insurance Company, Decatur, 
Alabama: On April 1, 1944, this company reorganized 
as an old line life insurance company. The company 
originally began business in 1927 and previousy operated 
as a mutual aid company. 


Change in Title 


International Insurance Company, Phoenix, Arizona: 
Title changed to International Life Insurance Com- 
pany, July 1944. 

National Aid Life Insurance Company, Oklahoma 
City, Oklahoma: Title changed to National Life Assur- 
ance Company in 1944, 

Western Mutual Life Insurance Company, Fargo, 
N. D.: Converted to a stock company basis as of July 
1, 1944 under the name Western States Life Insur- 
ance Company. This conversion took place in con- 
formity with the plan under which the company was 
organized in June 1930, which is explained in Best’s 
Life Insurance Reports. 


Mergers and Reinsurances 


Guardian National Life Insurance Company, Lincoln, 
Nebraska: Retired after reinsuring all business in the 
National Protective Insurance Company, Kansas City, 
Missouri, effective May 23, 1944. 





FEDERAL LEGISLATION 


Action in the Senate 


Hi pursuit of remedial legislation appeared to gain 
momentum in passing from the 78th to the 79th 
Congress, and in the first weeks of the new session, 
the margin of difference in positions narrowed 
and defined. At first, the negotiations revolved around 
a Senate bill introduced by Senator O'Mahoney 
sentative of administration 
industry measure offered by 
Johnson and C. FY. J. 


Was 


, repre- 
views, a new compromise 
Commissioners Newell R. 
J. Harrington and introduced by 
Senators McCarran and Ferguson, and the original 
Bailey-Walter Dill, reintroduced in the House. 

The compromise industry bill was promptly passed by 
the Senate on January 25th, after being favorably 
reported out by the Senate Judiciary Committee. The 
measure now goes to the House. 

Karly in January President Roosevelt indicated his 
administration’s serious interest in the proposed legis- 
lation by addressing a personal letter to Senator George 
L. Radcliffe in response to the Senator’s request for 
a statement of the position of the administration with 
regard to moratorium for the insurance business and 
an indication of its attitude toward state regulation and 
taxation of insurance. 


Roosevelt's Letter 


President Roosevelt said, ‘ [ can assure you that 
this administration is not sponsoring federal legisla- 
tion to regulate insurance or to interfere with the con- 
tinued regulation and taxation by the states of the busi- 
ness of insurance. There is no valid reason for 
giving any special exemption from the anti-trust laws 
to the business of insurance. The anti-trust laws 
do not conflict with affirmative regulation of insurance 
by the states such as agreed insurance rates if they are 
affirmatively approved by state officials. Senator 
©’ Mahoney introduced a bill in the last Congress which 
would have provided for a moratoriim from the Sher- 
man Act, except for acts of boycott, coercion or intimi- 
dation, until March 1, 1946 . . . I would favor legis- 
lation of this general character . . .” 

Senator O'M: thoney’s new bill followed closely the 
proposal which he and Senator Hatch introduced at the 
last session of Congress and differed from the latest 
industry bill, reviewed below, particularly in providing 
for suspension of the Sherman and Clayton Acts only 
until March 1, 1946. However, the O’Mahoney pro- 
posal goes further than other proposals in that it would 
specifically exempt insurance companies from action 


under the anti-trust acts for cooperatively making or 
using rates, policies or rules expressly approved by 


proper state authorities. 
In quick reaction, a new compromise industry 


bill 
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was submitted to the 
provides a suspension 
coercion or intimidation) to June 1, 1947 
man Act, and to January 1, 1948 of the 
and provides that ‘such suspensions were “Tor the pur- 
pose of enabling adjustments to be made and legisla. 
tion to be adopted by the several states and Congress 
; > ht was presented over the signatures of repre 
sentatives ot 


Senate Judiciary 
(except for acts of 


Committee. If 
boycott, 
of the Sher- 
Clayton Aet, 


most industry groups, acting in concer 
with Commissioners Johnson and Harrington, except 
the Life Insurance Association of America. The latter 
organization has, nevertheless, cooperated in industry 


deliberations, and its position was set forth in a state 
ment by Leroy A. Lincoln that his association endorsed 
“legislation suggested by the Insurance Comunissioners 
last fall, or any changes not inconsistent with the basic 
principles ae and that their position, consistently 
maintained, in accord with the position taken by 
President Mita in his letter of January 2, 1945." 
Mr. Lincoln emphasized the “urgent for en- 
actment of some such legislation. 
Within the Senate Judiciary 
the issue was the narrow differences 
O'Mahoney and industry proposals 
suspension periods, but a new factor was the House 
attitude. The lower body of Congress, which in 194 
had passed the Walter Bill, did not bend as quickly to 
the administration viewpoint, and the reintroduction in 
that chamber of the Walter Bill was a potential chal- 
lenge to the success of compromise efforts. It appeared 
that the House would require some persuasion and that 
the effort would require the 
all branches of the industry. 


necessity” 


therefore, 
between. the 
principally as to 


Committee, 


whole-hearted support of 


Premium Tax Question 
Optimistically, the announcement of the 
new compromise bill states: 
tion that the 
several states 
which, without 


industry's 
A Congressional declara- 
taxation of insurance is to be left to the 
will be reassuring to those companies 

such assurance, would be under the 
necessity of protesting tax payments to many of the 
states becauses of the recognized differences in tax 
treatment between domestic and foreign companies. 
8 ates having February Ist tax payments due are North 

Carolina, South Carolina, Tennessee, and Kentucky.” 
Undoubtedly, the measure would provide the broadest 
possible Congressional sanction of state tax laws, but 
serious doubt would remain, according to authorities, 
as to discriminatory statutes imposing greater taxes on 
foreign than on domestic companies. By Supreme Court 
decree, insurance is commerce, and there is good ground 
to believe that discriminatory taxes would be held an 
undue burden on interstate commerce. 
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NATIONAL SERVICE LIFE 


Comsewation Measures 


NATIONWIDE campaign by the country’s 
life imsurance companies to encourage the con- 
tinued holding of National Service Life Insur- 

ance by members of the Armed Forces now and after 
the war, was announced in January. The plan was 
developed by a Joint Committee representing the princi- 
pal associations in the life insurance business, in coopera- 
tion with the Veterans Administration in Washington. 
More tuan 16,000,000 National Service Life policies 
have been issued, with a face value of $125,000,000,000. 

A letter outlining the entire plan of cooperation, as 
approved by the various associations, has been sent to 
the presidents of all life insurance companies doing 
business in the United States, by the Joint Committee. 
General Frank T. Hines, Administrator of Veterans 
Affairs, has addressed a letter to all holders of Na- 
tional Service Life Insurance, urging that it be kept 
in force and commending the life insurance business 
for its assistance in achieving that objective. 

The life insurance associations actively cooperating 
in the plan are The American Life Convention, The 
Life Insurance Association of America, The National 
Association of Life Underwriters, all of which have 
placed themselves on record with formal resolutions. 
The Institute of Life Insurance is also cooperating in 
the plan. The Joint Committee, representing The 
American Life Convention and the Life Insurance As- 
sociation of America, which developed and sponsored 
the plan, comprised Alexander E. Patterson, Chairman, 
who is executive vice-president of The Mutual Life 
Insurance Company of New York; Stephen J. Hay, 
president of Great National Life, Dallas, Tex.; Ralph 
R. Lounsbury, president, Bankers National Life, Mont- 
clair, N. J.; Ralph C. Price, executive vice-president, 
Jefferson Standard Life, Greensboro, N. C.; and Ray 
D. Murphy, vice-president and actuary, The Equitable 
Life of New York. 


Recommendations 


Under the plan, the following recommendations have 
been sent by the Joint Committee to every life insur- 
ance company in America: 

“1—That each company give consideration to ad- 
dressing a letter to its Field Forces, outlining its gen- 
eral policy towards the conservation of National Serv- 
ice Life Insurance. This statement of individual com- 
pany policy, over the signature of a chief executive 
officer, is to be printed on the first page of a four-page 
folder, sufficient copies of which can be secured at 
cost by addressing the Joint Committee on National 
Service Life Insurance, c/o The Life Insurance As- 
sociation of America, 165 Broadway, New York City. 
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Furtherimore, that a copy of such letter issued by each 
individual company, be sent to General Frank T. Hines, 
Administrator, Veterans Administration, Washington, 
DA. 

*2.—That where any company has knowledge that 
there is to be replacement of National Service Life In- 
surance by an application for new insurance in that 
company, consideration be given to (1) requesting a 
statement from the applicant acknowledging that he 
has read General Hines’ letter of November 23, 1944, 
or (2) that each agent submitting such a case be asked 
to furnish over his own signature a statement that the 
Veteran has knowledge of his rights under National 
Service Life Insurance. Further, that any such state- 
ment be made a part of the permanent record on each 
case involving replacement. 

“3.—That the booklet “Continuance of National 
Service Life Insurance” printed by the Veterans Ad- 
ministration be given wide circulation among the entire 
Field Forces of each company, as well as to the per- 
sonnel in each Branch Office. In this way, all those 
contacting Veterans will have official information as to 
the rights of Veterans under their National Service Life 
Insurance. Sufficient quantities of this booklet may be 
secured by each company, without cost, by addressing 
Mr. Harold W. Breining, Assistant Administrator, Vet- 
erans Administration, Washington 25, D. C. These 
booklets might well be sent out by each company with 
the letter containing the statement of general policy in 
regard to this matter as outlined in paragraph 1 above. 

““4.—That each company give consideration to utiliz- 
ing some portion of its national advertising space to the 


furtherance of the conservation of National Service 
Life Insurance.” 


Hines’ Letter 


The letter addressed by General Hines to holders of 
National Service Life policies explains the advantages 
of continued holding of.such policies. It points out that 
the low cost of such insurance is due to the fact that the 
Federal government bears all loss due to the extra 
hazard of military and naval service and, in addition, 
pays all the expenses of administration. General Hines’ 
letter also states that he welcomes the cooperation of the 
country’s life insurance companies and believes “it will 
be a force for accomplishment of great good.”” The text 
of the Hines’ letter follows: 

“Persons who actively served in the armed forces 
since October 6, 1940, have had the opportunity of ap- 
plying for National Service Life Insurance. Those who 
bought this insurance made a wise purchase. National 
Service Life Insurance is low cost insurance because 

(Continued on page 43) 
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5th Annual Report of the 
NATIONAL LIFE 


ALES of new life insurance totaled $61,572,948 or 29.2% 
more than in 1943. 


Insurance in force increased $41,536,076 to $683,019,042 on 
December 31st. 


Payments to policyholders and beneficiaries aggregated 
$22,147,842, including $4,454,106 of dividends and $3,673,806 
of policy proceeds previously left with the Company. Since 
Pearl Harbor, 249 claims from war casualties have totaled 
$873,374. 

The ratio of actual to tabular mortality was 50%. 

Assets totaled $290,943,587, showing an increase of $21,994,- 
755 or 8.2% for the year. 

The Company earned 3.43% net on its ledger assets in 1944. 

Purchases of $11,310,000 of government securities and $32,375,- 
073 of FHA war housing loans aggregated $43,685,073. 

Our favorable experience with FHA loans has continued. 

Of 31,159 mortgage loans, only 18, involving $67,545 were 
in foreclosure, including 14 FHA loans totaling $50,216. This 
statement included no interest on these loans. 

For the third successive year, no bond in the statement was 
past due as to principal or interest. 

The Company’s bonds had market values of $89,958,510 
which was $3,284,731, or 3.79%, in excess of book values. 

Our preferred stocks, all cumulative as to dividends, had a 


market value of $8,420,397, which was $641,581 more than the 
book value. A market fluctuation reserve equal to this excess 
has been created. Dividend payments on two issues were in 
arrears. 

No reserves on insurance or annuity contracts on the Com. 
pany’s books are based on an interest assumption higher 
than 3%. 

The reserve liability for insurance contracts was $172,556,006, 
an increase of $10,022,649 for the year. 

eserves for special benefits supplementing these insurance 
contracts amounted to $3,740,663. 

Total annuity reserves were $55,613,576, or $5,518,747 more 
than in 1943. The Company in 1944 voluntarily has strength. 
ened these reserves by an additional sum of $500,000. 

Continuation in 1945 of the generous dividend scale in ef. 
fect in 1943 and 1944 previously has been announced. A li- 
ability of $4,408,985 for 1945 dividends has been established. 

The liability for unreported death claims has been increased 
$250,000 beyond that of last year, because of uncertainty as to 
war deaths which may have been unreported. 

The surplus was increased $1,034,721.28 to $14,034,192.23, 
including a $2,000,000 contingency reserve. 

A list of the Company’s securities is available on request. 


ELBERT S. BRIGHAM, President 




















ASSETS 
Cash on Hand and in Banks ...... $ 1,377,137.61 
Bonds: 
U. S. Gov’t—Direct or Guaranteed $ 32,656,433.00 
State and Municipal—U. S. ..... 7,388,852.54 
3” aa 39,249,215.68 
Dominion, Provincial, Municipal— 
ar ae 2,664,059.86 
Industrial and Miscellaneous ... . 4,715,218.30 86,673,779.38 
Preferred Stocks, at market 
GROOMNOMD oc cece ccc ccccsccns 8,420,397.00 
Mortgages, First Liens: 
City, insured by FHA .......... 130,918,614.36 
Se 4 27,217,361.53 
DE. 4hese¢0e0ne8an0 +»  10,307,945.97 168,443,921.86 
Real Estate at Cost or Less: 
Under Contract of Sale ........ 1,508,219.83 
Other, including Home Office 
Properties ($804,501.00) ..... 3,120,863.99 4,629,083.82 
Loans on Company’s Policies .... 15,217,957.09 
Premiums Receivable ............. 3,639, 323.93 
Accrued Interest and Rents .. 2,258,216.22 
SC INED, 0.0.604ec00ccees 283,770.66 
CNS xdeeswc sees $290,943,587.57 
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Bonds and Stocks are included at amortized or other values as prescribed by the National Association of Insurance 


LIABILITIES | 


Policy Reserves: 
IN icy kd ac are 0 wikhi kus $176,296,669.00 


BE o kaccwreivcoensesessce 55,613,576.00 
Policy Benefits left with Com; 


ly 
for future Income Payments .. 23,374,303.00 $255,284,548.00 
Policy Claims: 
In Process of Settlement ........ 1,247,310.95 
Not Reported (estimated) ...... 495,000.00 1,742,310.95 
Policyholders’ Deposits: 
Dividends Left at Interest ...... 7,309,533.79 
Future Premiums Discounted .... 5,005,154.30 12,314,688.09 
Provision for 1945 Dividends ..... 4,408,984.72 
Provision for Taxes: 
1944 Federal Income Taxes .... 250,000.00 
NE IN ak b-40:0,6,3:00:0-6:0:0-046 585,054.18 835,054.18 
Reserve for market fluctuations, 
Preferred Stocks ..........0..- 641,581.37 
Agency and Investment Items in 
NRE Seba Pree 263,547.16 
Pension Reserves—Home Office and 
BE Nakane sehen eeseneee~ es 988,210.00 
SE NE Sse ncanusrasece 430,470.87 


Total Liabilities .......... 
Surplus (including contingency re- 
serve of $2,000,000.00) 


276,909, 395.34 
14,034,192.23 


Total Liabilities and Surplus 





Commissioners. Securities carried at $230,154.80 in the above statement are deposited with States as required by law. 
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N ALL principal fronts, 
American life insurance 


moved ahead the past year 

and occupied heights never before 
reached in the industry’s history. 
The volume of new life insur- 
ance written surpassed the produc- 
tion of any year of the past decade, 
while total insurance in force and 
aggregate assets of companies 
soared to record levels. These gains 
were made notwithstanding the ab- 
normal conditions that have pre- 
vailed in a war-time economy. The 
year’s results may be chronicled in 
a story consuming enough to hold 
the attention of everyone interested. 


High Volume Written 


New life insurance issued, run- 
ning about 6% ahead of the pre- 
vious year for the first eleven 
months, closed with a strong up- 
surge in December and brought the 
year’s total production close to 
$14,500,000,000. The amazing part 
of this performance is that essen- 
tially fewer men on the selling line 
wrote the tremendous volume. Close 
observers of field practices noted 
better selling methods and larger 
sized policies as contributing mate- 
rially to the year’s efforts. 

Total insurance in force increased 
slightly more than $8,000,000,000 
to reach an estimated $148,750,000,- 
000 while the combined assets of all 
companies at the year end totaled 
about $41,150,000,000, a gain of 
neatly $3,500,000,000. Disburse- 
ments to policyholders, beneficiaries 
and annuitants during the year 
amounted approximately to $2,500,- 
000,000, an increase of $100,000,000 
over the previous year. 

The contribution which life in- 
surance is making toward financing 
of the war took on added signifi- 
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by CLARENCE C. KLOCKSIN 
Legislative Counsel, 
The Northwestern Mutual Life 
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cance during the past year, when 
nearly $5,000,000,000 was loaned to 
the Government. The total holdings 
of the companies in United States 
securities rose to $16,500,000,000, 
assets. Additional funds no doubt 
will be required by the Government, 
and it may be assumed that until the 
war ends the major part of available 
life insurance funds will be lent to 
the Government. 

The policy of the Government in 
financing the war at low interest 
rates, though natural and logical, has 
adversely influenced the rates of re- 
turn on practically all other classes of 
or about 40% of their aggregate 
securities. To make the investment 
problems of the companies more 
acute, the reduced interest rates 
have been accompanied by a shrink- 
age in the volume of new invest- 
ment opportunities in the classes of 
securities usually regarded as suit- 
able for life insurance funds. No 
one perhaps would hazard an opin- 
ion on the probable trend of interest 
rates for the duration of the war. 

Meanwhile, a sizable number of 
companies has already taken steps 
to reduce the assumed rate of inter- 
est for the calculation of net pre- 
miums and reserves to fractions be- 
low 3% and also has reduced the 
guaranteed rate on the settlement 
options and deposit accounts. Other 
companies are expected to follow 
with similar decisions. 

Nevertheless, dividend scales for 
1945, already announced, appear to 
be holding their own, strengthening 
the morale of the field underwriters, 
but causing home offices to specu- 
late about the future dividend trend. 








Company actuaries point to contin- 
ued favorable mortality and econ- 
omy of management factors, while 
to offset somewhat the reduced in- 
terest income, there has been a sub- 
stantial recovery in recent years of 
write-downs of assets effected dur- 
ing the depression. War deaths 
have not thus far greatly disturbed 
the mortality margins of the com- 
panies. 


Security for All 


At no time in our history have 
the people accumulated savings at 
a rate comparable with the present 
war period. Estimates of the Fed- 
eral Reserve Board on December 1 
showed savings in war bonds and 
stamps and in savings and check- 
ing accounts to be approximately 
$125,000,000,000. War bonds and 
stamps alone accounted for over 
$93,000,000,000. These savings do 
not include investments of the peo- 
ple in their homes, nor the cash value 
of their life insurance policies, sav- 
ings and loan shares and stocks of 
corporations, all of which would add 
up to a prodigious sum. 


National Service Life Insurance 


It was estimated that on Decem- 
ber 1 the total of national service 
life insurance stood at approxi- 
mately $124,000,000,000 on the lives 
of about 16,000,000 servicemen and 
women. In addition, there remains 
in force nearly $3,000,000,000 of 
war risk insurance on the lives of 
veterans of the first World War. 

At present, about 46,000,000 
workers are covered by old age and 
survivors’ insurance under the So- 
cial Security Act. Monthly benefits 
now payable for old age and sur- 

(Continued on the next page) 
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Review of 1944—Continued 

vivors’ insurance range from $45 
to $55. The maximum monthly old 
age and survivors’ benefit after 40 
years of employed coverage and at 
a yearly wage of $3,000 would be 
$85. 

Legislation to extend and enlarge 
the Social Security Act has been 
pending in Congress for two years. 
‘The most prominent of these meas- 


ures was the Wagner-Murray- 
Dingell bill, which had proposed ex- 
tension of the law to some 16,000,- 
000 workers not now covered. The 
bill proposed an average increase of 
50% in old age and survivors’ 1n- 
surance benefits and also disability 
benefits beginning at age 55 and con- 
tinuing to age 65. In addition, the 
bill carried provisions for hospitali- 


zation and medical care and pro- 


TMT) 


By sinking thousands upon thousands of 
tons of Jap shipping, officers and men of 
American submarine crews have proven to 
be “One Of The Best” fighting groups in the 


entire Pacific area. 





Among insurance companies, Central Life, 
one of the low net cost Life Insurance com- 
panies in the United States, also is recognized 


as “One Of The Best.” 


of a7 


ASSURANCE SOCIETY 


Mutual 


DES MOINES 





IOWA 


posals to increase the pay roll tax 


to 6% each on employer and em- 
ployee. It is generally believed that 


new proposals to revise the law will 
be introduced when Congress re- 
convenes in January. Until hearings 
are held and specific views are made 
known, it would be difficult to fore- 
cast how far Congress might go iti 
revising the Social Security Law. 


Independent Contractor Agents 


None of that class of insurance 
agents who are independent con- 
tractors are covered under the So- 
cial Security Act. To state the mat- 
ter conversely, if an agent is an 
“employee” as defined in the act, he 
is subject to the pay roll tax and 
qualifies for the benefits. Efforts are 
being made to qualify agents of in- 
dependent contractor status for old 
age and survivor insurance benefits. 
through the device of a special for- 
mula. Said formula would have 
to be proposed for adoption as an 
amendment to the act. Obviously, 
if the independent contractor agents 
were to be covered under the act 
as “employees,” they would also 
qualify as “employees” under state 
unemployment compensation laws, 
in which case the companies would 
become liable for the unemployment 
pay roll taxes in the various states. 


Private Pension Plans 


While the Social Security Act 
has remained stationary, virtually 
thousands of employers throughout 
the country have covered their em- 
ployees under pension plans writ- 
ten by the private insurance com- 
panies. Under Treasury regulations, 
the benefits payable under such plans 
must be substantially integrated with 
benefit payments under the Social 
Security Act. No private pension 
totals have recently been published, 
but it has been reported that the 
combined writings of such plans for 
the years 1943 and 1944 were 
greater than the total of private 
plans outstanding for all years prior 
thereto. 

While it is undoubtedly true that 
the tax credit or deduction allowed 
the employer for contributions made 
to approved pension plans has been 
an incentive to the establishment of 
such plans, ‘other important factors 
are present, such as employee re 
tention and morale which are recog- 

(Continued on page 46) 


BEST'S LIFE NEWS 





H 

tr) 

TI 
propri 
rather 
educat 
tion oO 
voted 
inforn 
A 
source 
veals 
FIDE 
a solc 
his we 
trainit 
comm: 
Let 
It requ 
that 11 
traigl 
with 
faster, 
frepor 
superi 
cause 
incony 
your 
your f 


Lik 
ing Ww. 
eficies 
mainte 
inforn 
milita: 
signs 

brief | 
read ‘ 
be kil 
the 
has ey 
from 

suranc 
ice m 
for ca 
lave 

pectec 


FEBR 








ax 
m- 
nat 
vill 
re- 
ngs 
ade 
Te- 
itl 


's 


nee 
‘on- 
So- 
nat- 

an 
. he 
and 
are 
 in- 
old 
“fits. 
for- 
have 
S an 
usly, 
rents 
» act 
also 
state 
laws, 
vould 
ment 
tates. 


Act 
tually 
shout 
r em- 
writ- 
com- 
tions, 
plans 
1 with 
Social 
nsion 
ished, 
ut the 
ns for 
were 
rivate 
; prior 


ie that 
llowed 
; made 
s been 
ent of 
factors 
ree. Te 
recog- 


NEWS 


5 


try, not alone life insurance. 
The title could be more ap- 
propriately stated as “Re-training” 
rather than “Re-education,” since 
education is primarily the accumula- 
tion of facts whereas training is de- 
voted to the arts of putting useful 
information to work, 

A recent investigation of the 
sources of morale in our Army re- 
veals that it is based upon CON- 
FIDENCE in three departments of 
a soldier’s life, (1) confidence in 
his weapons, (2) confidence in his 
training, and (3) confidence in his 
commander. 

Let us analyze these three sources. 
It requires little imagination to know 
that if you have a gun that shoots 
straighter and farther, an airplane 
with more armament that flies 
faster, or a warship with greater 
firepower than your enemy, you feel 
uuperior to him. Your enemy may 
tauise you some annoyance, even the 
inconvenience of depriving you of 
your life, but you go down with 
your flag flying from the masthead. 


Ts. is a challenge to all indus- 


lf You Don’t Know 


Likewise, if we add to this train- 
ing which we know is effective and 
dlicient, it is one more step in the 
maintenance of good morale. I am 
informed that in many of our largest 
military camps, there are enormous 
signs everywhere .which contain a 
bref but potent warning. The signs 
tead “If you don’t know, you will 
be killed.” In my opinion that is 
the most motivating message that 
has ever been received by a student 
tom his instructor. Our life in- 
surance records show that our serv- 
te men have learned that lesson, 
lor casualties up to the present time 
ave been much lighter than ex- 
keted. For a large portion of this 
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SERVICEMAN 


« 


by E. PAUL HUTTINGER 
Second Vice President, Penn Mutual Life Insurance Company 


we are indebted to the medical pro- 
fession, but the source of our debt 
is in the training which the medical 
profession has received. So no mat- 
ter how you look at the question of 
morale, if you have confidence in 
the training which you and your 
associates have received you will 
keep your head in the face of ad- 
versity. 

Finally, we, have confidence in 
command. Strange as it may seem, 
that also is related to training. A 
commander in whom we have con- 





Joined the company in its underwriting 
dept. in 1903.: Graduated from Temple 
University Law School in 1915. From 1918 
to 1939 in charge of taxation. In 1929 ap- 
pointed assistant to agency vice president; 
manager of training, sales promotion mate- 
rial. In 1934 became agency secretary and 
second vice president in 1941. Author of 
Law of Salesmanship, organized Life Insur- 
ance Selling and Intermediate Training 
Course as well as the company's training 
system for life underwriters and the Penn 
Mutual Tax Manual. 


fidence is usually a leader who has 
been well trained. In the routine 
actions of battle each man in his own 
commander. But when the going 
gets tough and all the measures 
which we have been taught to use 
have failed, then we turn to the 
captain and ask him what to do. 
If he is uncertain then our confidence 
is shaken; if he knows then our 
morale is sustained. Men who have 
confidence in command rarely if 
ever surrender. Trained leadership 
always knows what to do in an 
emergency. Trained leadership can 
foresee and prevent emergencies 
arising. That is the reason why 
confidence in command is important 
to the morale of a soldier. 


Challenge 


All of this is a long introduction 
to the retraining of the returned 
serviceman. As | said, it is a chal- 
lenge which faces all industry, not 
alone life insurance. Industry has 
made a very substantial response. 
In Philadelphia we are just complet- 
ing a series of conferences dealing 
with the selection and training of 
postwar sales personnel. 500 top 
executives have paid $20 each for 
the privilege of attending five in- 
tensified sessions for the exchange 
of ideas. The group is sponsored by 
the Committee for Economic De- 
velopment and the National Society 
of Sales Training Executives, in 


this instance represented by the 
Sales Managers’ Association of 
Philadelphia. 


{Continued on page 21) 
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The greatest town on earth 


) Be afraid I didn’t feel that way about 
my home town the night I left it 
years ago. I’m afraid I couldn’t wait 
to get out! 

The Free Academy’s hockey star and 
debating captain was obviously meant 
for Bigger Things. And once you're 
headed in that direction there’s noth- 
ing much anybody can do about it! 

Why I can still hear old No. 1 whis- 
tling in the edges of the town and see 
the tears in my mother’s eyes. I can 
see a boy sitting up all night in the 
smoker—with the men . . . feeling a 
hundred times to be sure that his little 
purse was safe . . . riding the sing- 
ing rails out of youth into youth’s 
dream... 

And you know, the wonderful part 
of it is: while you won’t hear my name 


in Washington or find it in Who’s Who, 
when I go home to visit, the folks give 
me the greatest welcome in the world. 
It’s something in their eyes that seems 
to say: Look at Jim. He’s from this 
town. He’s done the old place proud! 

Well, I hope so. At least, I’ve got 
a good job and all the things that are 
important in life protected and secured 
by a Northwestern Mutual life insur- 
ance program. The old town won’t 
have to apologize for me or any mem- 
ber of my family. The kids’ll go to 
college whether I’m around or not and 
no mortgage’ll ever cast a shadow over 
Mary’s future. 

As for me—well, I want to go back! 
Back to my home town when it’s time 
to quit, and every month I’m going to 
walk down to the post office, takin’ my 
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The difference between life insuranq o¢ 5 
companies is of vital importance whey¢, 
planning or buying the kind of ind@ jong 
pendence that only life insurang,, 4 
brings. Do these two things: (1) S4trye. 
a Northwestern Mutual agent angy,. 
let him tell you what that differenqy, 4 
means to you; and (2) talk with amfan4 , 
of our policyholders, for they alot... 
are in the best position to tell you wh ally 
no company excels Northweste 
Mutual in that happiest of all busi}tg, 
ness relationships—old customers ¢0 
ing back for more. 


time, grinning like the cat that swal 
lowed the canary . . . and pick up m 
Northwestern Mutual retirement ched 
like 1 owned the place! 


WHY NORTHWESTERN MUTUAL? 





This is the first of a series of 9 two-color, full-page advertisements to be published in the Saturday Evening Post this year ’ 

























be-educating Servicemen—Cont'd 

’ This project has been duplicated 
in many cities. The key point of the 
¢.E.D. program is the intensity with 
Which these earnest, intelligent, 
igh-powered men and women are 
vising specific recruiting and train- 
bg plans for execution when or- 
anized resistance ends in Germany. 
nless we in the life insurance busi- 
ess are thoroughly prepared to meet 
is competition, we are going to 
pse the advantage we have had by 
taining our sales organizations 
hen other companies have lost them 
ompletely. 


Future Visualized 


I am going to adapt one of the 
harts which we have used in the 
E.D. program in order to visualize 
he situation when one-half peace 
has been restored by the end of 
the war in Europe. 
This chart reveals the critical point 
the postwar program, the point 
pf sale that justifies all above it. 
he investment of policyholders 
Hand/or stockholders, the need of 
supporting large employment, the 
cost of research, the reduction of 
ei distribution expense (not at the ex- 
‘pense of the salesman), sales man- 
agement, advertising and direct mail. 
We can only do this by sharpening 
the wedge. The best way to sharpen 
the wedge is by better training. 
F Active Training 
From the C.E.D. program let me 
jquote one of the key points of the 
first meeting. “To be effective train- 
ing must have the support and active 
interest of top management.” Too 
often it gets only an indulgent pat 
on the back. 
True, we have always been strong 


that swall advocates of training on convention 
pick up programs but there is some doubt 
nent chee 


whether we have been as strong in 
ation as we are in vocalizing our 
intentions. I do not mean to be 
critical My function here is that 
of a witness testifying. Perhaps the 
ance Whtfnancial problems of top manage- 
d of inddment in the past decade left little 
insuran4or no time for training. If that is 
3s: (1) Hime, then the time is now changed. 
agent 2The future of training is going to 
- differeo4he determined by the time. money 
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Let us now review the Penn Mu- 
tual plan for the returned service- 
man. The plan is more than a year 
old. It has not been put into effect 
because the few men who are eli- 
gible write me that they are making 
so much money they propose to 
postpone their retraining until a 
later date. 


The Raw Material 


When the millions of servicemen 
and women return they will not be 
the same boys and girls who went 
to war. They will be familiar with 
every kind of aptitude test for in- 
telligence, education and general in- 
formation. They will know what it 
is to work from 6:00 a.m. till 9:00 
p-m. and sometimes for a stretch 
of 24 or 36 hours without relief. 
They will know what prime physical 
condition means and the need for 
coordinating mind, body and soul 
to the task at hand. 

They have been indoctrinated with 
the art of war and action—plenty 
of direct action. They will have 
been subjected to masterful training 
devised by the best instructors, not 
working with slow and painful per- 
suasion on the intellect but with 
violence on their bodies. They will 
have known discipline never dreamed 
of before. To a more limited ex- 
tent this will also apply to those who 
have gone into war industries. We 
will want them to have as favorable 
an impression and wholesome re- 
spect for our training and retraining 
operations as they now have had 
for the training of the Army, the 
Navy and the Air Force. 


In our company we have planned 
to bring every full-time agent to 
the Home Office for a school of 
reindoctrination into life insurance, 
an intensified training to bring him 
up to date on actuarial and under- 
writing changes since December 8, 
1941, as well as market shifts, eco- 
nomic changes and selling procedure. 

In July 1943 we wrote to every 
full-time underwriter now in the 
armed forces and told him of our 
knowledge of the sacrifices he was 
making for the nation and that we 
felt we should tell him now what we 
expected to do for him when he re- 
turned to civil life. Then we out- 
lined to him the details of our plan 
which is as follows: 

We plan to: 

1. Send an appropriate announce- 
ment to all his policyholders noti- 
fying them of his return and that 
he is ready to resume business. 

. Allow him a free Direct Mail of- 
.fer of Company letters, booklets 
or folders to be selected by him 
without restriction, the number 
to be decided in future. 

3. Pay his tuition in an approved 
C.L.U. study course if he does 
not hold the Designation. This of- 
fer must be accepted within one 
year of discharge, but is appli- 
cable to men who have partially 
completed the course and those 
who have not studied at all. 

4. Put him through a special school 
either at the Home Office or at 
a center near his home town, pay- 
ing all expenses. This offer is 
to be available within six months 
of discharge from service. 

(Continued on the next page) 
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Re-educating Servicemen—Cont'd 


The school will comprise the fol- 

lowing subjects, and others which 

may be added as our plans ma- 
ture: 

a. Organized sales talks which 
recently have proved success- 
ful. 

b. New policies issued by the 
Company since the war began. 
(1) Actuarial Description 
(2) The Need 
(3) The Presentation 
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(1944 over 1943) 


Lapses and surrenders 
were reduced 50.4% in 
‘44 compared with ‘38! 

suunuuWrite for information onmun 


Q-V-S Compensation . . . Today! 
W. V. Woollen, Agency Vice-Pres. 


THE CAPITOL LIFE 


@ INSURANCE COMPANY 


Clarence J. Daly, Pres. 
Home Office: Denver, Colorado 
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c. Recent policy changes. 

d. Changes in underwriting rules. 

e. New Sales Promotion and De- 

rect Mail plans. 

f. New Programming ideas and 

forms. 

At the conclusion of the letter 
we stated that these plans were not 
necessarily definitive but they were 
substantially what we intended to 
do and we then invited suggestions 
for their improvement. 

Some of the answers which we 
have received from the fighting 
fronts have already more than paid 
for our thoughtfulness in planning 
this reindoctrination for those whose 
loyalty to their country ranks high 
and whose loyalty to the Penn Mu- 


tual bears with it a favorable com- 


parison. 

Our object is to duplicate the 
Army’s work of morale building by 
establishing confidence in weapons, 
which is in our business the organ- 
ized sales presentation. Confidence 
in training to perfect the use of that 
weapon. And confidence in com- 
mand to tell our underwriters what 
to do when the sales talk does not 
work. 


Before i A.A. Annual Meeting. 











United Life and Accident 


Insurance Company 
CONCORD, N. H. 


Representatives Have 
Something Unusual To Sell 


Ask the man who owns a United 
Life and Accident Insurance 
contract which contains: 


1. Life Insurance 

2. Double Indemnity 

3. Triple Indemnity 

4. Non-cancellable 
Accident Insurance 


oi 


. Waiver of Premium 


For Details Write 


WILLIAM D. HALLER 


Vice President and Agency 
Manager 




















INTERESTING CASE 


N THE June, 1944 issue of Besr’s 
LiFe INSURANCE NEWS an account 
was given of an unusual case jn 
New York City where a life insyr- 
ance broker sued for damages to 


the extent of first year commissions } 


on two Life policies which were not 
taken. The trial was held in a My- 
nicipal Court and was decided in 
favor of the plaintiff. 


This unusual case naturally 
aroused a great deal of comment, 
The case was appealed and in due 
course of time came before the Ap- 
pellate term of the Supremt Court, 
This Court, in December, 1944, re. 
versed the decision of the lower 
Court. 


INSURANCE PRIZE 


STABLISHMENT of the Elizur 

Wright Insurance Literature 
Prize to be awarded annually by the 
American Association of University 
Teachers of Insurance was an- 
nounced in December, 1944 by Prof. 
Frank G. Dickinson of the Uni- 
versity of Illinois, president of the 
association. 


The winner will receive $250 and 
a certificate. The award will be for 
the best insurance article, book, re- 
port, etc., published during the year. 
The executive committee of the as- 
sociation will choose the prize win- 
ner for 1944 sometime in February 
or March 


after receiving sugges- 
tions from association members. 
Next year the selection may be 


placed in the hands of a special com- 
mittee. 


Dickinson said the donor of the 
prize is head of a rapidly growing 
mid-western insurance organization 
who wishes to remain anonymous. 
He agreed to provide the prize funds 
annually for five years and selected 
the name for the award. 


Elizur Wright, 
the prize is given, is known as “The 
father of legal reserve life insur- 
ance.” A journalist, abolitionist, 
and public leader, he was Massachu- 
setts’ first state commissioner of in- 
surance (1858 to 1866) and wrote 
frequently on insurance as well as 
political topics. 
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CANADIAN LIFE INSURANCE 


eration as a Canadian Institution, 

the life insurance industry in Can- 
ada is entering this sixth successive 
wartime New Year with prepara- 
tions to continue and even increase 
its own war measures during 1945. 

Prime Minister Churchill and 
other Allied leaders have warned 
that the hardest and bloodiest bat- 
tles of the war will be fought in 
Europe during this year, before we 
can turn all our attention to the war 
in the Pacific. The life insurance 
business renews its pledge to devote 
all possible of its energies to the 
cause of victory as well as to the 
financial guardianship of Canadian 
homes. 

In doing so, this industry repre- 
sents the 4,000,000 Canadians who 
own life insurance policies; the 
other millions who are beneficiaries 
or dependents under those policies ; 
and in addition, the 1,000,000 people 
who, living in sixty-four different 
countries—some of them still oc- 
cupied by the enemy—are investors 
in Canadian life insurance. 


|: ITS ninety-eighth year of op- 





Victory Bond Holdings 


During 1944, the life insurance 
business in Canada put more than 
$340,000,000 in Canadian victory 
bonds. That amount was greater 
by about $80,000,000 than the total 
of premiums paid by Canadians dur- 
ing the year for their life insurance 
annuities. 

The past year’s investments by 
the life insurance companies raised 
to $1,128,000,000 the total sub- 
scribed by those companies to Can- 
ada’s Victory Loans so far in this 
war. This means that on the aver- 
age, each Canadian policyholder has 
invested $280 in his country’s Vic- 
tory Bonds through his insurance 
companies, in addition to his in- 
vestments through other channels. 

Paradoxically, that $280 does not 
include the Victory Bonds which the 
policyholder may have bought from 
life insurance agents. During each 
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by M. J. SMITH 


President, The Canadian Life 
Insurance Officers Association 


x wk * 


campaign thousands of life insur- 
ance underwriters, office men and 
women, and company executives 
have taken time away from the in- 
surance business to act as organizers 
or canvassers on behalf of the Do- 
minion Ministry of Finance. During 
1944 those life insurance men and 
women sold more than $200,000,000 
worth of Victory Bonds in support 
of the war effort. 

The insurance industry is proud 
of the number of its own men and 
women who are in uniform at the 
fighting fronts. We look forward 
to the day when they can return to 
their positions, in the security of 
victory. In addition the industry is 
making plans to train and absorb 
some of the war veterans who wish 
to enter the life insurance business 
for the first time. 

In its routine onerations the life 
insurance business in Canada came 
through 1944 with brilliant success 
and with undiminished security as 
the financial guardian of Canadian 
family life. New policies written 
within Canada during the year 
totalled about $900,000,000 which 
meant a substantial increase over 
1943 and a gain of more than one- 
third over the average in the pre- 
ceding five years. 


Written and in Force 


At the close of business last week, 
life insurance in force within Can- 
ada amounted to more than $9,000,- 
000.000—average of better than 
$2,200 for each policyholder, or 
nearly $800 for every man, woman 
and child in the Dominion. Premi- 
ums paid in for that life insurance 
amounted to about $260,000,000— 
an average of $65 for each policy- 
holder or $22 per capita of popula- 


tion, 


During 1944, a total of about 
$140,000,000 was paid out to policy- 
holders in Canada. Of that, some 
$60,000,000 was in death claims, 
$25,000,000 in payments at the ma- 
turity of endowment policies, $25,- 
000,000 incash surrender values, 
and the other $30,000,000 in a va- 
riety of other payments. The re- 
maining $120,000,000, and more, 
was added to funds accruing to 
meet future obligations to policy- 
holders as required by law. 


War Claims 


War claims have increased since 
our armed forces went into battle 
in the Mediterranean and in western 
Europe, and in 1944 a substantial 
total was paid to the beneficiaries of 
Canadian sailors, soldiers and air- 
men who lost their lives. Anticipat- 
ing the heavy fighting ahead, it 
must be expected that such claims 
will increase further during the next 
few months. 

It is a fact that wartime puts an 
extra strain on the life insurance 
business because of exceptional 
mortality, low interest earnings and 
other factors. The strain is felt 
particularly because, as a general 
rule, such periods of mass tragedy 
are not allowed for in the computa- 
tion of tables of mortality and of 
expense factors on which insurance 
rates are based. 

However, the life insurance com- 
panies in Canada are coming through 
the test well, as they have in the 
past. And looking forward to vic- 
tory and peace, the industry is well 
aware that the life insurance owned 
by Canadians is not only providing 
a healthy financial foundation for 
the nation now but also is building 
an accumulation of savings on which 
policyholders can erect their post- 
war plans. 

The figures quoted in the fore- 
going on the amount of new busi- 
ness written during thé past year, 
the volume of insurance now in 

(Continued on the next page) 
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Canadian Insurance—Cont'd 


force and the annual premiums paid 
for that insurance, indicate only 
the business done within Canada, 
whether by Canadian, British or 
American companies. Of that total 
of $9,000,000,000 in force in Canada 
a little more than $3,000,000,000 
is held by British and American 
companies, but this is more than 
offset, in Canada life insurance 
“balance of trade,” by the fact that 


more than $3,500,000,000 of insur- 
ance is held by people in sixty-four 
other “countries with purely Ca- 
nadian life insurance companies. 
Demonstrating their faith in Cana- 
dian life insurance companies, those 
people are putting $140,000,000 
year into these companies. 

Taken together, those figures on 
“domestic” and “foreign” life insur- 
ance show that the industry’s total 
amount in force, under the control 
of Canadian laws, stands now at 
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H. A. Loans Insured by U. 
Other First Mortgage Loans 
HOME OFFICE BUILDING 
OTHER REAL ESTATE. 
pe ESTATE SALES CONTRACTS. 


which is past due more than 


LOANS TO POLICYHOLDERS 


RESERVE FOR TAXES. . 


POLICYHOLDERS’ DIVIDENDS 


LICY 


Under Purchase Agreement 
ed —— Insurance 


future lien reductions. 


with Surgical Procedure benefits. 





GENERAL AMERICAN Lit TystumaNce CoMPANY 


WALTER —— 


St. Louis 3, Missouri 


Financial Statement 


December 31, 1944 


ASSETS 
CASH ON HAND AND IN BANKS.... 
BONDS— 


Seas pean 46,875,928.08 


CASH | SERS CREE a ne en Seegee eon nay came $ 59,972,964.69 
FIRST MORTGAGE LOANS ON REAL ESTATE 
F. S. Government........ $21,500,197.73 


eee ree 23,710,789.44 





OT YE 
INTEREST AND RENTS DUE — INVESTMENTS (None of 


90 day: | 
om ASSETS, PRINCIPALLY NEF PREMIUMS IN COURSE 
EE Se a 1,891,264.85 


F COLLE APM Se 
@BALANCE OF INITIAL POLICY LIENS. 


i Oa ar eee ere 
LIABILITIES 

wo Ns ey oe a ere Terre $128,317,978.06 

PREMIUMS AND INTEREST PAID IN ADVANCE............. 811,983.52 


and expenses) 
RESERV. FOR ACCOUNTS NOT YET —_— 


OE ae Re re TRE Te $132,611,722.74 
PORTION OF CURRENT YEAR’S EARNINGS AVAILABLE FOR 
FUTURE peu DECLARATION TO PARTICIPATING 


PO rere erro ek ee 696,193.00 
ee Te eee 4,273,173.30 
Pry Perr eer $ 2,888,708.30 
dik bi alanb)6eiwin ee 934,465.00 
Bn Sig sie sie dj0ies & 450,000.00 


Pe ee er CT ee pee $139,892,224.29 


@Actual Market Value of Bonds is more than $1,197,000 in excess of the amounts shown above. 
(@Does not include liens totaling $573,050 which have been discharged b 
by policyholders, nor $74,502.27 liens on dividends on deposit, both of which items will share in 


@Includes assets in ““Old Company Account”’ established under Purchase Agreement dated September 
7, 1933, on file with the Superintendent of the Insurance Department of the State of Missouri, (copy 
of which agreement may be obtained — him or the company), ag 
reserved a lien to protect certain liabilities therein described and full y included among the liabilities 
in this statement. Status of Old Company Account on file with the Superintendent and with the company. 
@Full net legal reserves on policies issued by General American Life are secured by deposit of approved 
securities with the Superintendent of the Insurance Department of the State of Missouri. The capital 
stock, guaranty fund, and surplus are additional protection to all policyholders. 

A detailed report of the company’s financial condition and bond holdings may 

be secured upon request. Address inquiries: Publicity Department,—Section N. 


* * 
MULTIPLE LINES: Participating « Non-Participating « Salary Savings ¢ Juvenile 
Sub-Standard e Annuities ¢ Commercial Accident and Health 
Group Life « Wholesale Insurance « Group Accident and Sickness « Group Acci- 
dental Death and Dismemberment ¢ Employee and Dependents Group Hospitalization 


5,313,153.27 


45,210,987.17 





860,000.00 
RE NIRA RSE 7,772,062.87 

206,057.26 } 
1,113,521.53 

683,523.47 


166,522.57 


2,772,878.00 





19,242,441.88 


998,800.64 


281,910.15 
534,059.75 


500,000.00 
1,811,135.25 
'y payments in cash or credit 


ainst which the Superintendent 
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th and Hospitalization 
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well over $12,500,000,000, and 
premiums run to nearly $400,000,- 
000 per year. 


Canadian Economy 


Those are immense sums of 
money, and of tremendous impor- 
tance to Canada’s economy. For in- 
stance, that amount of insurance 
in force is almost equal to the total 
of Canada’s funded debt, which now 
amounts to $1,217 for each Cana- 
dian. That insurance is equivalent 
to nearly three times the total capi- 
tal value of the farming industry in 
Canada including lands, buildings, 
machinery and livestock. 

And the payments to policy- 
holders each year far exceed, for 
instance, all the levies on Canadians 
for customs duties. Until recently 
when tax rates were sharply in- 
creased, those payments to policy- 
holders actually exceeded the total 
income tax collected by the Do- 
minion. 


As one of the most important pil- 
lars of social welfare and the na- 
tional economy in Canada, the life 
insurance industry knows well the 
worth of the social measures which 
have been adopted and those that 
are being planned for the security 
of Canadians. 


Social Legislation 


Some of these measures have been 


‘made necessary by the war and 


others follow the natural trends of 
social progress. Such measures as 
Government-operated life insurance 
for the rehabilitation of servicemen, 
unemployment insurance, the Act 
providing allowances for children, 
the proposed provision of national 
health insurance, and the project 
announced last year for a broadened 
system of old age pensions—all 
these promise future financial se- 
curity for the citizens of our coun- 
try. 

Above all, the still broader plans 
for social security on a pattern still 
to be designed, but intended to cover 
all Canadians, are being awaited 
with great interest. As its leaders 
have said many times before, the 
life instirance industry is heartily 
in accord with the inauguration of 
practicable plans of social security 
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which will guarantee subsistence for 


all Canadians. Life insurance com- 
panies will always support such proj- 
ects, provided that they are con- 
ceived on sound principles which 
will preclude disasters later. 

All of those national social meas- 
ures will continue to leave a need 
and probably a still greater scope 
for the type of personalized service 
in private investment and security 
which is given by the life insurance 
companies and their agents. 

With its background of very wide 
experience based on scientific actu- 
arial computations, the insurance 
industry regards itself as the insti- 
tution by which individual Canad- 
ians, through their own initiative 
and with their own thrift, can pro- 
vide for themselves and their fam- 
ilies according to their means and 
wishes. At the same time, it hopes 
that our Governments will continue 
to foster sound social security leg- 
islation so that no Canadian will 
lack the necessities of life. 


GROUP GAINS 


AINS in 1944 in all forms of 

group insurance raised the vol- 
ume of protection for American 
employees to all-time peaks, accord- 
ing to a recent announcement by 
Thomas I. Parkinson, president of 
the Equitable Life Assurance So- 
ciety of the United States, in re- 
porting on the Equitable’s group- 
writing activities. Millions of war 
workers and those engaged in or- 
dinary pursuits, as well as their 
families, benefit from the protection. 


Volume Doubled 


Mr. Parkinson estimated that 
group life insurance, the basic cov- 
erage that provides protection 
against death from any cause, would 
show an increase for the year of 
approximately $1,800,000,000 in all 
group-writing companies, bringing 
the total amount in force to a record 
high of $25,800,000,000. This vol- 
ume is reported to protect 15,500,- 
000 employees in 36,600 business 
and industrial organizations, and is 
twice the amount in force only eight 
years ago. 

In the Equitable, one of nearly 
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100 companies writing group pro- 
tection and among the six leaders, 
Mr. Parkinson said that group life 
insurance increased more than $200,- 
000,000 during 1944 to a new high 
of $3,600,000,000 in force. This 
volume was likewise more than 
double that of eight years ago. 


Corresponding Gains 


Corresponding gains were made 
in other coverages protecting addi- 
tional hundreds of thousands of 
employees against the financial haz- 
ards of accident, sickness, hospital 
and surgical expense, and dependent 
old age. This was especially marked 
in group annuities, providing a re- 
tirement income to supplement the 
provisions of the Social Security 
Act. 

Estimated amounts in force in all 
companies of these other forms of 
protection were given by Mr. Par- 
kinson as follows: Group Accident 
and Health insurance, $124,000,000 
of weekly benefits ; group accidental 
death and dismemberment insur- 
ance, $5,500,000,000; daily benefits 
during hospital confinement for em- 
ployees and their dependents, $27,- 
000,000, plus allowances for special 
hospital fees and reimbursement for 
surgical operations, and group an- 
nuities, $260,000,000 in annual re- 
tirement income at maturity. 

“Employers.and employees alike,” 
said Mr. Parkinson, “can take pride 
in the growth of group protection, 
which has been particularly evident 
in recent years. Knowledge of em- 
ployees that they are protected 
against four major hazards of life 
has undoubtedly served to maintain 
or improve their morale and con- 
tributed to the magnificent record of 
American industry in war produc- 
tion.” 


Group Annuities 


In addition to the large gain in 
group life insurance in the Equi- 
table, Mr. Parkinson added, there 
was a notable increase in the writ- 
ing of group annuities. Company 
plans benefiting from 100 to 10,000 
of the personnel added the largest 
number of employees under such 
plans in the Equitable’s history. As 
with other group coverages, about 
one-half of the programs were paid 
for entirely by employers. 


Total premium income in_ the 
Equitable in 1944 for all group cov 
erages amounted to $145,800,000, 
an increase of more than $23,000 - 
000 above the all-time high record 
established in 1943. Last year more 
than 500,000 certificates for em- 
ployees were added, bringing the 
total number of certificates in force 
in all group coverages to approxi- 
mately 5,300,000. 


INSTITUTE HOME OFFICE 
UNDERWRITERS 


New Members 


HE Institute of Home Office 

Underwriters, through Walter 
B. Lehmkuhl, Membership Chair- 
man, and Assistant Secretary, 
Guarantee Mutual Life Company, 
Omaha, Nebraska, has announced 
the approval of membership of the 
following companies : 


Ohio State Life Insurance Com- 
pany, 
Columbus, Ohio, 
Represented by Ted McClintock, 
Assistant Agency Director. 


Peoples Life Insurance Company, 
Washington, D. C., 
Represented by W. W. 
Secretary. 


White, 


Royal Highlanders, 
Lincoln, Nebraska, 
Represented by Aubrey R. Harris, 
Assistant Secretary-Treasurer. 













National Life Insurance Company, 
Montpelier, Vermont, 
Represented by A. H. McAulay, | 
Assistant Actuary. 


Rushmore Mutual Life Insurance 
Company, 
Rapid City, South Dakota, 
Represented by B. L. Majoro- 
wicz, Secretary-Treasurer. 


Lutheran Brotherhood, 
Minneapolis, Minnesota, 
Represented by Fred C. Mueller, 

Secretary. 


Monarch Life Insurance Company, § 
Springfield, Massachusetts, 
Represented by W. P. Under- | 
wood, Assistant Secretary. 
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Failure to Give Notice of Total Disa- 


due date of the first premium in 
bility Required by Policy not Excused 


The United States Circuit Court of 
default. On the other hand, 


Appeals, for the Seventh Circuit, on 


1EWS 





by Insanity of Insured 


OROTHY RINTOUL sued 

Sun Life Assurance Company 

of Canada to recover upon a polity 

issued upon the life of James E. 
Rintoul, her husband. 

The Circuit Court of Appeals, 
Seventh Circuit, said: 

“The case was tried by the 
court who made special findings 
of fact, pronounced its conclu- 
sions of law thereon, and ren- 
dered judgment in favor of de- 
fendant. Plaintiff appealed. 

“The policy involved was issued 
on June 25, 1931, plaintiff being 
named as beneficiary therein. The 
policy was delivered to the insured 
who paid the first semiannual pre- 
mium, thus continuing the policy 
in force (including the period of 
grace) until January 25, 1932. 
No other premium was ever paid. 
The policy contained certain pro- 
visions for waiver and for pay- 
ment of disability benefits. 

“Plaintiff claimed that insured 
became totally disabled on July 
26, 1931, but lacking knowledge 
of the’existence of the policy and 
because of insured’s total and per- 
manent mental and physical dis- 
ability, it was not reasonably pos- 
sible to give notice of disability 
within the time required by the 
policy, and that as soon as it was 
reasonably possible to do _ so, 
plaintiff, on June 7, 1935, gave 
written notice of insured’s total 
disability. Insured died on June 
21, 1935. Suit was commenced 
in 1941. 

_ “Defendant, in support of the 
judgment, insisted that insured 
was required to file written notice 
of claim within one year of the 
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plaintiff, in arguing for a reversal, 
contended that insured was en- 
titled to a waiver of premiums 
because of insured’s total and per- 
manent disability in July, 1931. 
In other words, that it is the fact 
of disability—and not _ proof 
thereof—which entitles plaintiff 
to recover.” 


The policy in question, among other 
things, provided : 


“If any premium on said policy 
is in default at the time written 
notice of claim is received by the 
Company at its Head Office, the 
above benefits will not be granted 
unless such notice is so received 
within one year of the due date 
of the first premium in default 
and unless the total disability for 
which claim is made commences 
either prior to the due date of the 
first premium in default or within 
the days of grace of the first pre- 
mium in default * * *.” 





May 10th, 1944, held: 


“Contracts of insurance, like 
other contracts, must be construed 
according to the terms which the 
parties have used, to be taken and 
understood, in the absence of am- 
biguity, in their plain, ordinary 
and popular sense, Bergholm v. 
Peoria Life Ins. Co., 284 U. S. 
489, 52 S. Ct. 230, 76 L. Ed. 416, 
and while the failure to give no- 
tice or to make proof within a 
specified time in accordance with 
the terms of a policy, as a general 
rule, does not operate as a for- 
feiture of the right to recover, 
yet where the policy in express 
terms makes the giving of notice 
a condition precedent, a failure to 
comply with the terms of the pol- 
icy will bar recovery, New York 
Life Ins. Co. v. Moose, 190 Ark. 
161, 78 S. W. (2d) 64 and Home 
Life Ins. Co. v. Swaim, 200 Ark. 
819, 142 S. W. (2d) 209. 

“In our case, the provisions in 
and by which defendant agreed to 
waive premiums, appear in plain 
and understandable language, 
clearly indicating a promise on the 
part of the defendant that if due 
proof was received by it while the 
policy was in force, that insured 
had become totally and perma- 
nently disabled, it would, begin- 
ning with the premium the due 
date of commencement of the dis- 
ability, waive payment of pre- 
miums coming due during the 
continuance of the disability, and 
would pay $50 per month for each 
completed month of disability. 
Thus, it is clear that waiver of 
premiums and payment of dis- 

(Continued on the next page) 
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Legal Spotlight—Continued 


ability benefits are not conditioned 
solely upon the mere fact of oc- 
currence of disability. On the 
contrary, it is perfectly plain, as 
was said in Nalley v. New York 
Life Ins. Co., 5 Cir., 138 F. (2d) 
318, 319, “there is by express 
terms the further requirement and 
condition that notice first be given 
and proof be made of such dis- 
ability.” In no event did the de- 
fendant promise to waive any pre- 








in these times. 


If you are disabled. 


THE NEW INSURANCE 


MONEY IWUAKIAR 


issued by the 


ILLINOIS BANKERS LIFE ASSURANCE 
COMPANY 


THE INCOME BUILDER 


. We have a NEW PLAN to enable you to make more money 


. ONE-TENTH THE SALES, through large first commissions and 
large renewal commissions will return you TEN TIMES the earnings 
of the same volume of life insurance alone under our plan. 


3. IN ONE YEAR, you build as large a renewal income as you would 
in ten years writing the life insurance alone under our plan. 


4. This Insurance Pays All Ways: 


If you live too long. 
If you do not live long enough. 


If you have an emergency need for cash. 


ALL AT EXCEEDINGLY LOW COST. 


HUGH D. HART 
Vice President and Director of Agencies 


ILLINOIS BANKERS LIFE 
ASSURANCE COMPANY 


MONMOUTH, ILLINOIS 





mium the due date of which was 
more than one year prior to the 
date of receipt of notice, or pay 
any income for any period more 
than one year prior to the date 
of receipt of notice. 

“In Bergholm v. Peoria Life 
Ins. Co., 284 U. S. 489, 52 S. Ct. 
230, 76 L. Ed. 416, the provisions 
of the policy were almost identical 
with those here. There was evi- 
dence from which it could be 
found that the insured was totally 
and permanently disabled from a 




























time before the premiums first be- 

came in arrears, and that this con- 

dition continued until his death. 

In construing the policy, the court 

said: ‘Here the obligation of the 

company does not rest upon the 
existence of the disability; but it 
is the receipt by the company of 
proof of the disability which is 
definitely made a condition prece- 
dent to an assumption by it of 
payment of the premiums becom- 
ing due after the receipt of such 

proof.” Pages 491-492 of 284 

U. S., page 231 of 52 S. Ct., 76 

L. Ed. 416. That is to say, in- 

sured must comply with the un- 

ambiguous provisions of the pol- 

icy requiring notice. Nalley v. 

New York Life Ins. Co., 5 Cir., 

138 F. (2d) 318, 319. Conse- 

quently, if insured actually be- 

came disabled while the policy was 
in force, but failed to give notice 
and proof of disability, within the 
time provided by the policy, he 
would not be entitled to the 
waiver of premiums or to receive 
benefits. New York Life Ins. Co. 

v. Moose, 190 Ark. 161, 78 S. W. 

(2d) 64; Mutual Life Ins. Co. v. 

Morris, 191 Ark. 88, 83 S. W. 

(2d) 842; and Prudential Ins. 

Co. v. Allen, 294 Ky. 553, 172 

S. W. (2d) 54.” 

The judgment of the District 
Court in favor of the defendant in- 
surance company was_ affirmed. 
Rintoul v. Sun Life Assurance Com- 
pany of Canada, 142 Fed. (2d) 776. 


6TH WAR LOAN DRIVE 


OTAL subscriptions by Ameri- 

can and Canadian life insurance 
companies in the Sixth War Loan 
Drive amounted to more than $2,- 
560,000,000, it was reported in De- 
cember by the Institute of Life 
Insurance. This compares with ap- 
proximately $2,100,000,000 — sub- 
scribed by them in the Fifth War 
Loan Drive and $1,700,000,000 in 
the Fourth War Loan Drive. Added 
to purchases of U. S. government 
securities amounting to $5,557 ,000,- 
000 in the first months, this brings 
gross purchases of such securities 
by the life insurance companies to 
$8,117,000,000 during 1944. 

The goal of the 6th Drive -was 
$14,000,000,000—the sales totalled 
$21,000,000,000. 
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READINGS 


[DJA hear the news about 
D Sam Davis? The Boss just 

transferred him to a juicy new 
territory. Man, would I like that! 
They say business lands right in 
your lap! Home four nights a week. 
And a ticket straight to the big-time 
circuit! Say, what’s Sam got that I 
haven't got?” 

Greg Abbott laughed as he made 
the above comment to a salesman 
buddy following a branch sales meet- 
ing. But under the laughter, Greg 
seriously wondered what gave Sam 
Davis the break. 

Greg was one of the Company’s 
best salesmen . . . never more than 
third or fourth from the top. He 
had a good record all around. Good 
volume. Reasonable expense ratio. 
Dealers made few complaints about 
his work. He had reason to wonder. 
What Greg didn’t know was that in 
the eyes of his management, he had 
reached his ceiling! He wasn’t 
growing any more. 

He was just coasting along pleas- 
antly. Resting on his oars. Greg was 
“just a salesman”! 

“Not big enough for a bigger job,” 
says management. Which means 
that Greg Abbott is pigeonholed ; for 
five years he has had the same job. 

Now, what had happened to Greg 
Abbott ? 

Exactly what has happened, and 
is happening, to hundreds of other 
good salesmen. Greg is mentally 
muscle-bound, intellectually para- 
lyzed. For his once-eager mind— 
which reached into every nook and 
cranny for new facts, new angles— 
has quit reaching ! 

Greg has decided, perhaps uncon- 
sciously, perhaps through smugness 
or sheer laziness, that he knows 
enough, that he has learned every- 
thing! 

He doesn’t realize that his knowl- 
edge must be constantly fed, his 
“know how” constantly watered. As 
a result, he doesn’t grow—he only 
vegetates. 

The other day a friend of mine 
excused himself from a post war 
conference. Half an hour later he 
returned. After listening for a short 
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” SALESMEN 


time, he said with a laugh, “Say, if 
a fellow leaves this room for 30 
minutes, he’s a year behind when 
he comes back!” 

Now the salesman who fails to 
keep pace is like that . . . behind the 
procession—and out of step as well! 

Observe the numerous upheavals 
going on about him. His industry is 
changing. His business is a different 
business. And so are the businesses 
of his prospects. Even the day-to- 
day needs of his customers have 
altered enormously. 

Yet Salesman Abbott and his kind 
are still prewar. While all around 
them is the information that they 
need in order to know the right 
things and go places, like Sam Davis. 


The Knowledge Kit 


FIRST—Today, tomorrow 
and always, the prime need of the 
salesman is an acute, unending in- 
sight into people. He must figure 
out what they want, how their minds 
operate, why they reach certain con- 
clusions. 

SECOND—tThe salesman must 
know how to sell. “Of course, he 
does,” you sputter, “that goes with- 
out saying.” However that may be, 
too many salesmen forget that sell- 
ing “know how” is ever final; that 
sales technique is continuously evolv- 


ing. 

No matter how good a salesman 
you may be, you will admit, I am 
sure, that your “mechanics” can be 
bettered. Getting in, demonstrating, 
keeping the sale moving, rapidly and 
steadily, to the desired close—all 
can be polished to a finer, smoother 
finish. 

And you will also agree that your 
most important tools, words, can 
always be improved. That is why 
the salesman “on his way up” is ever 
awake to new speech, salty, colored, 
concise and pointed. 


by BURTON BIGELOW 


THIRD—tThe | salesman must 
know his own product, his own in- 
dustry. If he sells rugs, for example, 
he not only knows the difference in 
weaves, but he also knows the ro- 
mantic histories behind the Oriental- 
influenced patterns. 

Moreover, the salesman with ex- 
ecutive instincts checks on his com- 
petitor’s product, thereby providing 
himself with additional ammunition 
when it comes to putting over his 
own merchandise. 

FOURTH—tThe salesman must 
know his customer’s product and in- 
dustry. How, unless he has knowl- 
edge of what his customer seils or 
manufactures, can he tell whether 
his item will make or save money 
for the customer? 

FIFTH—The salesman, now 
more than ever, must know the 
world of today. He has had an 
inkling of how strongly government 
regulations can affect his business, 
his customer’s business. Therefore, 
he must have the ability to interpret 
the world in the light of his business, 
in the light of his customer’s busi- 
ness. 

Now these five fields of knowl- 
edge give every salesman his basic 
weapons. Much of the difference be- 
tween the tail-ender and the selling 
star of a company is only in the 
scope and amount and currency of 
each man’s useful knowledge. 

But there is one more field to ex- 
plore if you desire to move up into 
managerial circles, to associate with 
the leaders of man and thought, to 
be accepted in their councils! 

SIXTH—You need polish and 
understanding of all the facts of 
human life. This means touching, 
for example, on philosophy, which 
provides a “framework” for your 
life. It means looking into music, 

(Continued on the next page) 
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Readings for Salesmen—Continued 
painting, drama, and literature, the 


“social graces” which open your 
eyes to the wonders of the everyday 
world. 

“But,” you say, “how can the 
eternally busy salesman with so few 
hours beyond his bread-and-butter 
work, acquire this information?” 

The answer is simple enough: 
study. It involves some work, some 
momentary sacrifice of frittered 
time, but it also promises, believe it 
or not, some of a man’s most inter- 
esting hours. New knowledge, new 
power, new facts, new friends are 
between the covers of books. 

Before suggesting a concrete pro- 
gram of reading, let us make a little 
experiment. Check the books you 
have already read on the chart 
shown here, “What the Salesman 
Can Read With Profit.” 


You are sure to be familiar with 
a number of the titles. These lists 
were compiled after a survey of 
Sales Executive Club presidents 
throughout the United States. The 
lists are the answers of top-flight 
business men to the question : “What 
books will make a man a better sales- 
man ?” 

Every last book named can con- 
tribute to your selling ideas, to your 
selling methods, to the whole of 
your life right this minute. 

And the sum total of these books, 
and other books like them, will be 
the clear-eyed vision, the all-round 
“experience,” so vital to solid busi- 
ness success. 

But how do you stand on our 
little test? Satisfied, like our smug— 
and shelved-salesman, Greg Abbott, 
that you know all the answers? 

No? 





ACTUARIAL 
POSITION 


—confidential. 


On account of death, the position of Actuary is 
open in a mid-western mutual life company with 
more than 180 million of insurance in force. Position 
requires complete actuarial knowledge and sufficient 
experience to assume full charge of department. 


Should be under 45 years of age, hold membership 
in at least one actuarial body. 


This is a good position with attractive possibilities 


WRITE: 


Box L-718 

Best’s Insurance News 
75 Fulton Street 

New York 7, N. Y. 











Income and Retirement Plans. 


GENERAL AND DISTRICT AGENCY 


TERRITORY AVAILABLE IN 
Kentucky, Virginia, West Virginia 
and District of Columbia 


Portfolio includes all standard forms of Life and Endowment policies as well as 
Wholesale, Group, om Deduction, Government Allotment, Juvenile, Family 














George Washington Life Insurance Company 
Home 
CHARLESTON 23, WEST VIRGINIA 
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In that case, let us see how the 
books on our chart can supply, re- 
plenish and increase your present 
store of knowledge. 


On Public Relations 


1. Carnegie, “How to Win Friends 


and Influence People” ( @ 
2. Furnas, “How America Lives” ( ) 
3. Carrel, “Man The Unknown” ( 
4. Overstreet, “Influencing Human 
Behavior” ( = 
5. Worsham, “Art of Persuading 
People” ( = 


Your Job—Selling 


1. Wheeler, “Tested Sentences That 
Sell” ( 


2. Bigelow, “Knack of Selling 
More” ( 4 
3. Worsham, “‘Low. Pressure 
Selling” (=a 
4. Borden, “Public Speaking as 
Listeners Like It” ( 
5. Osborne, “Self-Management In 
Selling” ¢ | 


Your Business and Your Customer's 
Business 


1, Livingston, “Markets After the 


War” ( 2 
2. Shaw, “Approach to Business 

Problems” (a 
3. Snyder, “Capitalism the 

Creator” (3 
4. Cochran and Miller, ‘““The Age of 

Enterprise” Ge 


The Salesman and the World 


1. Beard, “Rise of American 


Civilization” C4 
2. Bryce, “American Common- 

wealth” (3 
3. Wells, “Outline of History” C2 
4. Wilkie, “One World” (‘3 
5. Chase, “Goals for America,” 

“The Road We Are Traveling” ( ) 

Background for Success 

1. Bennett, “How to Live” ) 
2. Link, “Return to Religion” ) 
3 } 
4. Radziwill, “Cecil Rhodes, Man 


( 
( 
. Emerson’s “Essays” . 2 
( 
( 
( 


and Empire Builder” ) 
5. Werner, “Life of P. T. ) 

Barnum” ) 
6. Holt, “George Washington 

Carver” - 
7. Bond, “How to Give Yourself 

Background” ( 4 


Your "Public Relations” 


None of these books on “What 
makes people tick” is a scientific 
tome of bethumping and befuddling 
words. All are, rather, down-to- 
earth explanations of why you and 
your customers react to certain 
words, ideas and situations as you 
do. 

(Continued on page 36) 
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by ROSS E. MOYER 





Underwriting Vice President, Northwestern National Life Insurance Company 


T HAS been said that when an 

underwriter wishes to decline cer- 

tain types of risks and is asked to 
give the reason, he says that such a 
risk is selecting against the company. 
Again, he may say that insurable 
interest is lacking, or that the risk 
is speculative. Speaking generally, 
risks presenting any of these charac- 
teristics are termed speculative and 
must be carefully selected in order 
that the company and its general 
body of policyholders may be pro- 
tected, but at the same time care 
and logic must be used to determine 
that legitimate risks are not refused. 
Furthermore, the underwriter will 
do well to avoid as much as possible 
these general terms which sound 
technical and yet are not understood 


thoroughly by people outside of his 


particular line of work. 
Speculation Defined 


Speculation might be defined as 
entering a business venture which is 
hazardous in the hopes of unusually 
large profits. A truly speculative 
insurance risk would be one where 
the buyer hopes to provide an ex- 
cessively large benefit in proportion 
to any loss which may be occasioned 
by his death. Such risks are not 
confined to the large applications of 
half a million or more of insurance, 
but may occur in connection with 
reasonably small applications where 
insurance does not fit the situation 
and may serve no useful purpose at 
all. The large risks are more spec- 
tacular and have received the at- 
tention, but smaller risks must also 
be scrutinized. 

Much has been written about 
large risks and the necessity of 
keeping the total insurance within 
the limits of some ratio of the in- 
fividual’s income. The same is true 
of key-man insurance, business in- 
surance, and insurance for inherit- 
ance tax purposes. Generally speak- 
ing, the principles covering these 
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types of risks are understood. Ex- 
perience has shown the necessity of 
certain rules and the need for keep- 
ing total insurance within certain 
limits. 


Small Speculative Risks 


The underwriter will see smaller 
applications where speculation may 
exist with more or less frequency. 

A son or daughter may wish in- 
surance on a dependent parent. In- 
surance sufficient to care for final 
illness and burial expense may be 
justified but certainly no more. In 
such cases great care must be exer- 
cised to determine that the parent 
is in a satisfactory state of health. 

The mortality rate on children’s 
insurance has been very satisfactory. 
Ordinarily the amounts issued have 
been small and little speculation has 
arisen. However, if one child is to 
be insured, the brothers or sisters 
should be covered for approximately 
like amounts. As little insurable in- 
terest exists on children the father 
should have reasonable coverage on 
his own life before taking much on 
the children’s lives. Occasionally a 
large application will arise on a 
child’s life. In the case of wealthy 
parents, savings in taxes and the 
benefit of insurance in later life may 
be substantial. If every aspect of 
the risk is satisfactory the fact that 
a substantial immediate death bene- 
fit may serve no necessary purpose 
is offset by the future benefits to be 
derived. The plan of insurance is 
generally on a high premium form. 
Such parents do not speculate on the 
lives of their children. 

Another type of case is that in 
which insurance is desired to fur- 
nish additional collateral for a debt. 
If by living it appears that the in- 
sured will be able to pay the debt 
within a satisfactory time, such in- 
surance seems reasonable ; otherwise 
such a risk is almost certain to be 
speculative. 


Occasionally an application 1s sub- 
mitted to provide protection in set- 
tling an estate where a will has pro- 
vided for certain heirs if they are 
living at a certain time in the future, 
or where life estates are involved. 
These cases present a variety of 
problems and they must be thor- 
oughly analyzed to determine that 
the insurance will serve a useful 
and legitimate purpose. 

In any of these cases, be they 
large or small, where the amount 
applied for does not seem reason- 
able, or the purpose of the insur- 
ance clear, the underwriter should 
be on his guard for speculation. He 
should be particularly careful that 
the medical examination has been 
complete, information from attend- 
ing physicians obtained, and that 
no health history has been concealed. 
Much has been done in controlling 
the mortality on large risks by thor- 
ough examinations and laboratory 
tests. These are very important if 
there is any question of the proper 
insurable interest being present. 


Other Forms of Insurance 


It is well to keep in mind that 
our rates and mortality tables are 
based upon that large group of risks 
who are using life insurance in 
moderate amounts to protect fam- 
ilies against the premature death of 
their means of support. Life in- 
surance can serve many other useful 
purposes. Those purposes will be 
safely served only when risks are 
selected so as to give a mortality 
reasonably similar to the great bulk 
of our business. If the amount ap- 
plied for is excessive or if insurable 
interest is lacking, such business is 
almost certain to give a poor mortal- 
ity and persistency experience and 
thus result in loss from both angles. 

If any risk appears to have any 
of the earmarks of speculation, it 
is well to consider the application of 

(Continued on the next page) 
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Speculative Risks—Continued 


the indemnity principle to it. Prac- 
tically all lines of insurance other 
than life insurance are based on 
the principle of indemnifying an 
individual for the loss suffered if 
some event occurs. Fire insurance 
indemnifies an individual against 
loss by fire. Burglary insurance in- 
demnifies an individual against loss 
by theft. In no case would the in- 
surer knowingly provide for a 
payment in excess of the actual loss. 
If this were done, the risk would 
be highly speculative and it would 
be impossible to collect premiums 
high enough to cover such losses. 
Disability insurance showed the 
need of keeping amounts of weekly 
or monthly indemnity within some 
reasonable relationship to earned 
income so that the insured would 
not be able to profit by becoming 
disabled. 


Value of a Human Life 


Legally it is impossible to apply 
the indemnity principle to life insur- 
ance since it is impossible to place 
a definite money value on a human 
life. A house, factory, or automo- 
bile may be valued in money within 
fairly definite limits, but an indi- 
vidual’s life cannot. Yet is that not 
the underwriter’s problem in con- 
nection with many risks which are 
presented to him? If a person dies 
prematurely, certain losses which 
have a reasonably definite money 
value will be suffered by other peo- 
ple. To the extent of these losses 
these other people have an insurable 
interest in that person’s life. These 
losses may consist of loss of earn- 
ing power to a family, loss of an 
individual to his business, losses on 
debts which the insured would have 


been able to repay had he lived, or 
inheritance taxes payable at death. 
If the underwriter can place a rea- 
sonable value on the loss which will 
arise at the insured’s death and 
keeps the total amount of life in- 
surance within this value, he has 
applied the indemnity principle and 
avoided a speculative risk. It is in- 
teresting to note that most of the 
rules relating maximum insurance to 
income can be justified on a basis 
of the loss which will occur with 
the death of the insured. 

In applying this principle some 
thought must be given to the future. 
A risk which is not speculative to- 
day may become speculative next 
year through loss ot earning power 
or deterioration of a business. In 
most cases the full insurable interest 
will not be covered and this gives 
some margin for future contingen- 
cies. When the full insurable inter- 
est is covered its continuance had 
best be made certain. 


Ability to Pay Premiums 


Sometimes an agent will base a 
plea for an excessive amount of in- 
surance on the applicant’s ability to 
pay for it. Generally he can be con- 
vinced of the fairness of the com- 
pany’s action by pointing out that 
few people attempt to insure their 
lives in such proportions, and that 
the company is in the business of 
taking normal or average risks. 
Furthermore, such business is not 
likely to persist well. Often such 
cases are the result of the agent’s 
over-enthusiasm, and the full 
amount cannot be delivered. In spite 
of the sales methods which have 
been developed in this country, it is 
surprising how many risks are sub- 
mitted where nothing like the full 
insurable interest has been covered. 


Some of this is lack of ability {g 
pay, while other is failure on th 
part of the individual in realizing 
how much protection is needed. 
Speculative risks are not neces. 
sarily those involving large lines of 
insurance. In any case where the 
insurable interest is not clear or js 
more than covered, investigate jt 
thoroughly. Be sure that there js 
nothing concealed in either the ap- 
plicant’s current physical condition 
or past history. A frank discussion 
of the circumstances of the applica- 
tion and the purpose of the insur. 
ance with the agent will often clear 
up many points both to his satisfac. 
tion and your own. If the facts ong 
given risk can be ascertained, it js 
generally not difficult to determine 
the proper action. Such cases re 
quire all of the underwriter’s ip 
genuity and best judgment in order 
that speculation may be avoided and 
selection against the company not 
take place. 
3efore the 
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Underwriters, 


SALES RESEARCH BUREAU 


School Activities 


HE class of 1944 graduating 

from the Bureau’s School nun- 
bered 182. The majority of this 
group was composed of either Man- 
agers or General Agents; ages of 
the men attending ranged from 4 
to 64; they represented fifty com- 
panies, thirty-eight states and four 
Canadian provinces. 

Including the above graduates, 
2,236 individuals have completed the 
two-week course since it was estab- 


lished in 1929. 














"A STORY OF SECURITY” 


This is the title carried by each of a series of presentation briefs in use by field men of 
Bankers Life. 


There is a brief showing (1) a model case illustrating each of the common 


needs for life insurance. They embody (2) a new sales approach developed and proven through 
study and field experience in our own organization. Bankers life men are (3) making produc- 
tion records with them because they lead to larger sales with (4) a minimum of conversation 
in developing the interview. People are interested in “‘a story of security.” 
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: NEWS 


Aetna Life: Paul Williams, formerly 
\ssistant General Agent for the com- 
jany in Chicago, has been named General 
Agent in Indianapolis, succeeding Paul 
Simpson who died on Dec. 22 last after 
32 years of service. 


x * * 


American Life Convention: The Con- 
tinental American Life Insurance Com- 
pany, Wilmington, Delaware, has been 
admitted to membership, bringing the 
total number of companies so afhliated to 
200 

xk «* *® 


American Mutual Life: Ww. Keith Sa- 
ville has been named General Agent for 
the company in Atlantic, Iowa. 


xk * 


Bankers Life (lowa): New business for 
1944 showed a gain of 33.5% over 1943. 


x *k * 


Berkshire Life: Roland C. Best has 
been appointed General Agent for the 
company in Providence, Rhode Island. 
John D. Morphy, 83, General Agent 
emeritus of the company at Detroit, 
Michigan, died on December 3lst. Mr. 
Morphy joined the company on Septem- 
ber 30, 1893 and observed his 50th an- 
tiversary on September 30, 1943. 


"% & & 


Canadian Sales: The sale of new life 
msurance in the Dominion of Canada 
totaled $53,266,000 in November, 1944 
compared with $54,087,000 in the same 
month of 1943. 


x *® * 


Columbian National Life: Charles P. 
Phillips and William L. Sitgreaves have 
been elected Assistant Secretaries. 

The St. Louis Columbian Agency, Inc. 
las been appointed General Agent for 
the company in St. Louis. Leo Coffman, 
former home office supervisor, is presi- 
dent of the newly formed corporation. 


x & & 


Commonwealth Life: Paul T. Whitsett 
has been named Branch Office Manager 
of the Ordinary Agency Department for 
the state of Mississippi, with head- 
quarters in Jackson. 


xk *& 
Connecticut Mutual: George K. Jones, 
eral Agent for the company in In- 


fanapolis for the past 20 years, retired 
@ February 1. He will, however, con- 
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RECENT DEVELOPMENTS 


IN THE FIELD 


tinue to write personal business insofar 
as circumstances permit. His brother, 
Claude C. Jones, General Agent for the 
company in Buffalo, has been named his 
successor. 

1944 was the best year in paid-for 
business since 1930. The production was 
$108,370,000—an increase of 5.5% over 
1943. 

x *k * 


Continental Assurance: 1”. S. Penny, 
formerly Director of Agencies for the 
Sun Life Assurance Company, Montreal, 
has been named Assistant Vice President 
and will assist lst Vice President Roy 
Tuchbreiter. 

x & 


Equitable Life (lowa): F. B. Woodruff 
has been appointed General Agent for 
the company for Central Illinois with 
headquarters in Springfield. 

Paid for $81,984,742 in life insurance 


and annuities—largest volume since 1929. 
x * * 


Farm Bureau Life: This company, which 
began business in 1936, passed the $100,- 
000,000 mark of insurance in force last 
year. 

x kk 


Federal Life: Emory A. Huff, in the 
life insurance business in sales capacities 
for the past 15 years, has been named 
Assistant Superintendent of Agents. 


xk kk 


Fidelity Mutual: Joyce T. Sheridan, 
M.D., Assistant Medical Director of the 
company since 1932, has been appointed 
Associate Medical Director. 

Glenn A. Stearns has been appointed 
Manager of Agencies for the company. 


xk kk 


General American Life: C. E. Bain, 
with the company since 1938, has been 
appointed Supervisor of Agencies. 


x * * 


Great-West Life: 1. 4A. Mather has 
been appointed a Director, succeeding 
the late M. F. Christie. 

“ 


Guardian Life: Carl Heye, Chairman of 
the Board of Directors, and with the 
company for over 55 years, declined re- 
election at a meeting of the Board held 
in December. Mr. Heye, however, will 
continue to serve in an advisory capac- 
ity as a consulting director, 
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Home Life (N. Yds Members of the 
company’s Oshin and Huber Agency in 
New York City were guests at a lunch- 
eon on January 10 in recognition of their 
accomplishment in leading all the com- 
pany’s agencies in 1944. 

Dundan L. Vkilkes, formerly Super- 
visor of the company’s Greensboro 
Agency, has been appointed Agency Field 
Assistant. 

x *k * 


Jefferson Standard: Hal R. Marsh has 
been named Advertising Manager and 
Robert G. Blair has been appointed 
Agency Assistant. J. W. Fincher, for- 
merly District Manager of Brownsville, 
Texas, has been appointed Manager of 
the new Branch Office for the company 
at Spartanburg, S. C. C. Frank Radcliff 
has succeeded George Elliott, C.L.U., as 
Branch Manager at Norfolk, Va. Mr. 
Elliott has been transferred to Raleigh, 
N. C., in the same capacity. 


x i 


John Hancock Mutual: John Denovel, 
District Manager for the company in 
Utica, New York, has been transferred 
in the same capacity to Troy, succeeding 
John C. Callaghan, retiring. In turn, 
Anthony Peters, Assistant Manager at 
Utica, has been named District Manager 
there. 
x k* @ 


Kansas City Life: Orville R. Eby and 
Eugene Mayfield have been appointed 
General Agents for the company in 
Wichita, Kansas and Pittsburgh, Pa., re- 
spectively. 

Bert E. Johnson has been appointed 
General Agent for Eastern North Da- 
kota, with offices at Jamestown, N. D. 


x © ®& 


Lincoln National: President A. J. Mc- 
Andless observed his 25th anniversary 
with the company on December 8 last. 

Clifford L. Cox has been appointed 
General Agent for the company in Pasa-~ 
dena, California. 


xk * 


Massachusetts Mutual: James M. Sul- 

livan has been appointed General Agent 

for the company in Wichita, Kansas 

succeeding Morris McCready, who is 

continuing as a personal producer. Mr. 

— has been in the business since 
19. 


: (Continued on the next page) 
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Recent Developments—Continued 


Metropolitan Life: Melvin H. Yar- 
brough has been named Manager for the 
company in the Holston district office 
in Knoxville, Tenn. Raymond M. Bat- 
tersby, formerly Manager for the com- 
pany in Bristol, Conn., has been trans- 
ferred in a similar capacity to the 
district office at Torrington, Conn. 


x * * 
Mutual Benefit Life: [/allace N. Wat- 
son, C.L.U., of the company’s Boston 
Agency, led all other company repre- 


sentatives in both volume and lives paid- 
for in 1944. His production last year 
was 312-2/3 lives for $1,572,665. The 
runner-up was Sidney Weil, formerly 
owner and President of the Cincinnati 
Reds. Mr. Weil paid-for $1,569,500. 

Ira S. Hoddinott has been named Man- 
ager of the Farm Investment Department 
of the company. 
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Over a Billion Insurance in Force 
A rather exclusive statement to make—yet 
“Men of Anico” have this fact to use as 


they see fit. It sorta qualifies other state- 
ments typically “Anico,” for example: 


Gross Income for 1943 $ 


Surplus Protection to 


Insurance in Force... 


Amercan National 


Robert C. Clothier, President of Rut- 
gers University, has been elected a di- 
rector of the company _ succeeding 
Wynant D. Vanderpool, deceased. 

x *k * 


Mutual Savings Life: The Mutual Sav- 
ings Life Insurance Company, St. Louis, 
Missouri has changed its street address 
to 812 Olive Street, St. Louis 1, Missouri. 


— we 


National Life (Vt.}: Harold T. Dillon 
has been appointed General Agent for 
the company in Atlanta, Georgia. The 
company’s General Agencies in that city, 
headed by Hugh C. Dobbins and the 
firm of Haas & Dodd, will now become 
consolidated under Mr, Dillon’s direction. 


xk * 


New England Mutual: Despite the fact 
that the New England Mutual Life closed 
its books December 15th, the Freid Agency 
(N. Y.) produced 148% of its annual 

















34,467,306.92 


4,113,050.86 
.  129,200,003.80 


. 17,426,812.31 
.  18,186,933.52 


1,252,245.69 
1,123,640,510.00 


. 131,210,924.00 
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quota, or slightly under $9,000,000, ex. 
clusive of Annuities, thus giving the 
Agency second place honors throughoyt 
the country—the first being the company’s 
Los Angeles Agency. 


=x & 


New York City Sales: New business for 
November, 1944 totaled $59,673,000 com. 
pared with $51,071,000 for the same 
month of 1943. 


xkk 


New York Savings Banks: The Green. 
wich Savings Bank, New York City, 
opened a life insurance department on | 
January 2. This is the 49th bank jp | 
New York State to offer life insurance, 


x * * 


Occidental Life (Cal.): Charles F. Kelly 
and Earl S. Jordan, with the company 
since 1928 and 1927, respectively, were 
elected Assistant Controllers at the De- 
cember Board meeting. 

Captain Robert S. Benjamin, Marine 
Corps, now on inactive service and re- 
turned to his position as home office 
supervisor, received a citation from Ad- 
miral Chester Nimitz covering Captain 
Benjamin’s outstanding work in the 
Mariana Islands’ campaign. 


x kk 


Prudential: Laurence E. Olson and 
George E. Steigerwald, formerly As- 
sistant Managers in the company’s Or- 
dinary Agencies in Kansas City and 
Philadelphia, respectively, have been 
appointed Supervisors and transferred to 
the home office. 

Marshall D. Holden, Asst. Superin- 
tendent, has been promoted to Superin- 
tendent for the company in the Hartford 
No. 2 District Office, succeeding Roland 
H. Benjamin, retired. 

Norvelle J. Bush has been promoted 
to Superintendent of the Joplin, Missouri 
office of the company. 


x* tk 


Sales Research Bureau: The Carolina 
Life Insurance Company, Columbia, S. C., 
and United American Life, Denver, 
Colorado, have been admitted to mem- 
bership, bringing the total number of 
companies so affliated to 140. 


xk *k * 


The Travelers: James E. Hoskins, with 
the company since 1916 and formerly 
Assistant Actuary, has been appointed 
Associate Actuary of the Life Actuarial 
Department. 

ae 


Union Central Life: November, 194 
showed a gain of 14% in new business 
over the same month of 1943; and 11 
months’ comparative basis the gain was 
16.5%. 

& &@&-® 


Union Mutual Life: Morris H. Rodnick 
has been appointed District Manager tor 
the company in Bridgeport, Conn. 

’ New business for the first 11 months 
of 1944 showed a gain of 6.26% over 
the same period of 1943. 
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UNUSUAL PREMIUM 
GROWTH REPORTED 


CCIDENT and health pre- 

miums of The Travelers Com- 
panies in 1944 were over 31% 
greater than in 1943, according to 
advance figures issued by that or- 
ganization. The indicated volume 
for 1944 is $45,100,000, compared 
with $31,000,000 for the preceding 
year. The companies’ announce- 
ment stated that while premiums on 
most forms of insurance showed 
growth, “extraordinary increases” 
were reported for group life, acci- 
dent and health. 


* & & 


GROUP SURGICAL COVER 
OFFERED SEPARATELY 


GROUP contract affording sur- 
gical coverage only has been 
offered by the Standard Accident 
Insurance Company, Detroit, Mich- 
igan, in a recent announcement to 
its agents. Under group manual 
rates and rules, the company’s Regu- 
lar Group Surgical coverage has 
been made available, and may also 
be purchased in combination with 
medical coverage on non-surgical 
hospitalized cases. Payment for ex- 
traction of teeth may be covered by 
a rider to the surgical schedule, for 
a small additional monthly premium. 
The new program would enable 
the writing of group surgical cov- 
erage as a supplement to “Blue 
Cross” non-profit hospital service 
contracts. The “Blue Cross” plans, 
which now provide hospital service 
benefits to large numbers of em- 
ployed persons and their dependents. 
are often unable to supply surgical 
and medical expense coverage for 
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lack of a carrier, and the new 
Standard Accident plan appears to 
provide a means for such business 
to be written. 

Concurrently, the company also 
announced broadening of group hos- 
pital and surgical plans, without 
additional premium. Included are 
provisions for ambulance service ex- 
pense, payment of ten times the hos- 
pital daily benefit for childbirth 
other than in a hospital, payment of 
three days’ benefit for nursing serv- 
ice where unable to arrange admit- 
tance to hospital, and additional 
maternity and first aid benefits. 


x kk 


AIRCRAFT PILOT RATES CUT, 
POLICY BROADENED 


ERO INSURANCE UNDER- 

WRITERS has announced a 
new personal accident policy for air- 
craft pilots, providing greater cov- 
erage at lower cost. The “Aero 
Age” policy, which provides 24 hour 
coverage for air crews has been ex- 
tended to provide weekly indemnity 
benefits for life. For a pilot, a 
$5,000 policy with $25 weekly in- 
demnity for life now costs $47, 
against former cost of $82.50. 


* &..& 


OHIO RULING AFFECTS 
HOSPITAL PLANS 


ROVISIONS of hospital serv- 

ice plan contracts which grant 
lesser benefits to subscribers for care 
in non-cooperating than in cooperat- 
ing hospitals are void, according to 
a ruling of Attorney-General 
Thomas J. Herbert of Ohio. 

The operations of hospital service 
plans are usually based upon con- 


tracts with cooperating hospitals, 
which afford service to subscribers, 
but cash benefits are almost always 
allowed for care in non-cooperating 
hospitals on a lower basis (New 
York City and New Jersey plans are 
exceptions). The attorney-general’s 
ruling, submitted at request of 
Superintendent of Insurance J. Roth 
Crabbe (since retired), states that 
“.. . a subscriber who selects a 
non-participating non-profit hospital 
in this state shall be entitled to and 
accorded all benefits contained in the 
service plan contract,’ and implies 
that a license could not be issued to 
a hospital plan offering lesser bene- 
fits in non-cooperating hospitals, 
since such an illegal provision would 
not meet the law’s requirement that 
the service contract be “fair and 
reasonable.” 


x kK * 


PURDUE OFFERS 
SHORT A & H COURSE 


A ONE-WEEK course in acci- 
dent and health insurance is an- 
nounced by Purdue University, for 
the week beginning February 12, 
1945. Morning, afternoon and some 
evening sessions will be held during 
the week. 

The project has been undertaken 
by the university at the request. of 
the National Association of Acci- 
dent and Health Underwriters, ex- 
tended through the Indianapolis As- 
sociation. 

The announcement states: “Pur- 
due University is intereSted.. in 
courses in insurance only insofar ‘as 
they will help the insurance man to 
become more professional. The Uni- 
versity is an educational institution, 
and our emphasis in these insurance 
short courses is distinctly educa- 
tional.” 
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Readings For Salesmen—Continued 


The famous Dale Carnegie book, 
Overstreet’s “Influencing Human 
Behavior,” Worsham’s “Art of Per- 
suading People” tell you how to rid 
yourself of fears, how to rid your 
customers of objections. 

From Dr. Carrel’s “Man the Un- 
known,” you find how physical char- 
acteristics make man what he is. 

In “How America Lives,” you get 
a cross-section of the country, the 
home life, the love life, the buying 
life, the fun life of typical Ameri- 
cans. 


Your Job—Selling 


Every salesman needs a bible of 
selling to which he can refer when- 
ever necessary. One sitting with 
a “how to sell” manual is never 
enough. For each day brings new 
problems. New difficulties crop up 
which are beyond the salesman’s 
experience. And usually he can find 
the answers in these selling books. 

Naturally, the salesman who 
wants to become “the best salesman 
in the whole territory” will examine 
the technical books about his own 
product. 


Success 


20% of present Big Tree Leaders Club members 
have been with Pacific Mutual less than a year. 


Success comes sooner for the Pacific Mutual 


underwriter, because: 


He can sell complete coverage. He uses a def- 


initized, proved process of prospecting and 

merchandising. He is thoroughly trained—by 

General Agents or Supervisors who are them- 

selves “trained as trainers.” It’s this combination 
of favorable factors that makes 
for earlier field success. 


PACIFIC MUTUAL 


HOME OFFICE, LOS ANGELES, CALIFORNIA 


36 


“Help Fight Inflation 


—Buy Life Insurance” 





He will also learn something about 
his customer’s business. For in- 
stance, the salesman of industrial 
refrigeration will be better able to 
help his drug customers if he studies 
works on the preservation of serums 
by refrigeration. 

But, over and above technical in- 
formation, the executive-minded 
salesman must acquire a view of 
business as a whole. Therefore, he 
turns to such books as “The Age 
of Enterprise” and “Capitalism the 
Creator.” In these he studies Amer- 
ican business, its history and evolu- 
tion, its relation to the social pattern 
of American life, its promise for 
the future. 


The Salesman and the World 


The man who would comprehend 
the political and economic turmoil 
through which the United States is 
passing must read books on history 
and politics. 


To see where we are going, we 
often must see where we have been. 
Stuart Chase points this out in “The 
Road We Are Traveling” when he 
says: “One major theme runs 
through it (past quarter century of 
economic history ) : the massive shift 
to an economy where government 
makes most of the important de- 
cisions.” 

But more than the political and 
the economic is to be found in the 
history books on our chart: they 
reveal, too, the changing customs 
and thinking habits of America and 
other nations. 


Background for Success 


Then last, but far from least, in 
your study program should be the 
“polish” works, necessary not only 
because they make you more inter- 
esting, but also because they extend 
your scope in ALL branches of 
knowledge. 

As a starter, try Bond’s “How to 
Give Yourself Background.” Here 
is self-education, with “short cuts,” 
in excellent suggested reading lists. 

And what a panorama of knowl- 
edge you will find in the biographies 
of Rhodes, the empire builder of 
Africa; Barnum, the showman and 
salesman supreme; and Dr. George 
Washington Carver, the Negro won- 
der-worker with peanuts and soy- 
beans, 
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The salesman who refuses to stop 
with his present job will be willing, 
atter a hard day, to give up a tew 
radio programs or a duil movie, in 
tavor of the lasting benefits to be 
derived from the study of these 
books. 

Accustomed to system in his work- 
a-day world, the salesman usually 
finds that he can study best when 
guided by a plan. Therefore, let 
us see how you can attack the work 
you have cut out for yourself. 

A. Make a time schedule. Half 
an hour a day, or a chapter a day, 
can carry you through as many as 
50 books a year! Read lighter works 
on the train as you travel, or on the 
bus or subway as you go to your 
ottice. Fill the moments you spend 
waiting for prospects, not by staring 
at the receptionist, but by reading 
the book you are carrying in your 
brief case. (Several of our books, 
such as “Return to Religion,” 
“Knack of Selling More,” Emer- 
son's “Essays,” are available in easy- 
to-carry pocket editions.) 

B. List the books you want to 
read. And buy them! All these 
books are worth owning. Owning 
the books gives you an intangible, but 
nevertheless real, kinship and feeling 
of friendship with the author. 

C. Find a quiet corner in your 
home! Outfit it with a table or desk 
and a hard, STRAIGHT-BACK 
chair. You won’t be tempted into 
drowsiness here, as you might be in 
a downy lounge chair. Be sure that 
your lamp throws the right glow; 
and if you wear glesses, put them on 
your nose! All set? 

D. Read with a pencil in your 
hand! Have a clean notebook at 
your side, too. As you read, under- 
score the ideas that appeal to you 
(another reason why you must own 
your own books). Write in the 
notebook the thoughts that come to 
you, experiences of your own that 
prove—or refute—the  author’s 
ideas. You may think that you will 
remember without making notes, 
but random thoughts stirred by read- 
ing seldom return. If you read while 
traveling you may not be able to 
write, but. you can underscore. 

E. Read what you like! Don’t 
force yourself through a book which 
has no attraction for you after you 


have given it a just trial. The mind - 


a to digest what it has no taste 
or. 
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= ill 3 tH eek: 
’ The average young family man often 
needs substantially more permanent 
life insurance than he can conveniently 
pay for at present on the usual whole 
life basis. 


a better financial position within a few 


= The Prudential’s Modified Life 5 
policy gives this young family man a 
means of buying the permanent life 
insurance he needs right now at a price 


bn: ~ possible by a premium rate for the first 
ge few years which is one half the pre- 


Ye La mium rate payable thereafter. 
















But he anticipates being in 








F. Train yourself to read rapidly ! 
Rhythmic movement of the eyes and 
head will speed up your reading. 
Train yourself to cover 8,000 to 
10,000 words an hour easily and 
without fatigue. Sometimes you can 
skip judiciously without losing too 
much. But, as warning, gulp, skim 
and skip through only those books 
and magazines which can be treated 
in this light fashion. 

G. When you reach the end of 
your allotted study time, consciously 
concentrate on what you have been 
reading. Quickly make a mental 


summary of what you have gleaned. 
Decide what you-can use in your 
work tomorrow . . . and use it! 


Suggested Magazines 


1. For General Affairs: 
“Time.” 
“Readers Digest.” 
ail Say 

2. For Business Affairs: 
“Business Week.” 
“Nation’s Business.” 
“United States News.” 

(Continued on the next page) 
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Readings For Salesmen—Continued 

3. For Selling News: 

The Trade Journal of your 
Business. 

“Sales Management.” 
“Printers’ Ink.” 

Do you see at least one magazine 
in each of these three groups regu- 
larly ? 

“Self-improvement” has weath- 
ered many*sneers. Yet, it continues 
to be the principal process by which 
many a sales executive reaches his 
important position . . . and contin- 
ues to hold it. 


And every salesman who studies 
now in preparation for the postwar 
world, is surely turning the calendar 
ahead to his success. For this is the 
knowledge he brings to his day-by- 
day selling job: 

1. He learns more accurately 
what his customers feel, think and 
need. 

2. He learns sympathy and toler- 
ance which, in turn, earn his custom- 
ers’ loyalty—and business. 

3. He knows what the job ahead 
entails. He knows what his goal is. 
He is ready for his opportunity when 





ACHIEVING A GOAL 


The Shenandoah Life is operated on the theory that 
the men and women who make the company want the 
fullest opportunity to serve as well as to earn. That 
goal is being achieved by our successful, growing and 


happy organization. 


They know that the control and operation of their 
company is in the interests of policyowners. That 


means genuine service. 


They know they are fortified with a complete line of 
policy contracts: that agents and policyowners alike 
get friendly assistance in the home office; that group 
life insurance for qualified agents is theirs at company 
expense. These things mean security and opportunity. 
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Openings in Virginia, 
West Virginia, North 
Carolina, South Carolina, 
Tennessee, Alabama and 
Mississippi. 


INSURANCE COMPANY, 


Inc. 





it opens up. 

4. He is a bigger personality be- 
cause reading has made people, and 
the world, more interesting to HIM, 

5. He is a better salesman, with 
greater earning power, because read- 
ing has given him “know how” in 
not one but many fields. 

Finally, when the — salesman 
reaches the success for which he 
is striving, I am sure he will say 
with John Erskine: 

“Reading is important because it 
helps us to more life . . . no matter 
how few or how many advantages 
come our way, our lives in the end 
must be self-made and the responsi- 
bility for the completed product 
rests on us.” 


Reprinted from ‘The Red Barrel” 
Published by The Coca-Cola Company 


DIVIDEND SCALES 


IVIDEND information from 

the following companies was not 
received in time to appear in the 
January issue and is presented here- 
with. Dividend scales in each case 
are the same in 1945 as they were 
in 1944 unless otherwise noted: 
Continental Assurance (Ill.); Jef- 
ferson National (Ind.) ; Pan-Amer- 
ican (La.); Postal Life (N. Y.); 
Prudential (N.J.)—adjusted mean- 
ing in general increases on pol- 
icies issued at the younger ages and 
on the low premium forms ; lowered 
at the older ages and on the higher 
premium forms—covers Ordinary, 
industrial and Intermediate; Re- 
liance Life (Pa.)—same on 31%2% 
policies and U.S. Government Life 
(World War I insurance). 


PENSION TRUSTS 


ENSION plans in effect and pro- 

posed since 1942, according to the 
provisions of the 1942 Revenue Law, 
had to be approved by Decem- 
ber 31, 1944. In view of the fact 
that there were a large number ot 
these plans on hand that had not 
been considered, legislation was en- 


_acted extending the date for ap- 


proval of such plans to June 30, 
1945. In the case of new plans pro- 
posed during 1945, such plans will 
have to be approved by March 1, 
1946. In short, according to the 
present law on the subject, there will 
be an extra 60-day period each year 
in order to get plans approved. 
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WHY DIDN'T | THINK OF 
THAT? 


AVE you ever, after coming 
o out of an interview where you 
didn’t sell, thought of something you 
should have said or done, which 
might have closed the deal ? 

Perhaps a clinching Sales Point 
was left unused, maybe a clever 
reply to an objection was not 
thought of until too late— 

It has happened to all of us. We 
almost obey the impulse to go back, 
iry to reopen the matter to score that 
point, but know it’s too late—the 
“psychological moment”? cannot be 
re-created. 

So we give ourselves a mental kick 
and say: “Why didn’t I think of 
that?”’—Like the ball-player who 
waited an instant too long on third 
tase for his dash to the plate with 
the winning run, when the ball was 
fumbled. 

More “bonehead” plays are made 
ina day’s business than in an entire 
eason of baseball. In sports the 
play is out in the open for thousands 
of critical spectators to see and for 
ports writers to dissect in acid 
terms in next day’s papers. 

Because the blunder was openly 
made, openly criticized, the ball- 
jlayer will not repeat it. An identi- 
al situation may never again arise 
in his career, but he reviews the 
fey. and so prepares himself to do 
better in all similar situations. 

Our blunders as Salesmen are 
known only to us—and to Prospects 
who should have been turned into 
BUYERS. 

Since there is no public hashing 
and re-hashing of what should have 
en done—and how, we may go on 
making the same errors, accepting 
ur failures as “breaks of the game.” 
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Disinclination to analyze our own 
sales faults and to improve con- 
stantly does more to keep some of us 
in the “bush leagues” of business 
than any one other factor. 

Why is it that men will spend 
almost endless hours holding autop- 
sies over card games that have been 
played, yet give little thought to the 
WHYs of sales lost today and the 
HOWs of more and better sales 
tomorrow? 

Business is the world’s greatest 
game. It, too, requires and rewards 
“skull practice,” thinking ahead to 
perfect scoring plays, the right ac- 
tion at the moment that counts.— 
Plus Power. 

(Western and Southern) 


x * * 


WINDOW SHOPPING 


URING the recent holidays, 

Mr. Prospect, you and Mrs. 
Prospect did a lot of buying, getting 
presents for the children and for 
each other. 

“And you no doubt did a lot of 
window shopping while you were 
at it. It was a good deal of fun to 
look in the windows at all the at- 
tractive things, even if you had no 
intention of buying most of them. 

“But it wouldn’t have been any 
fun to window shop if you could 
not have bought any of the things 
you saw. And you would not want 
Mrs. Prospect to be confined dur- 
ing her life, if you should die, to 
mere window shopping. 

“This policy will guarantee that 
your loved ones will be able to go 
into the store and buy the things 
they need when they need them.” 


—Prudential 


HAVE YOU STOPPED 
ADVERTISING 


be SO well established now | 
don’t need to advertise any longer, 
or I’m cancelling my subscription to 
the Estateograph and saving the 
money. Makes us think of the ad- 
vertising man, who called at the vil- 
lage grocer’s. Upon presenting his 
card, he was surprised when the 
gray-haired proprietor said: ‘“‘Noth- 
ing doing. Been established 80 
years, and never advertised.” 

“Excuse me, sir, but what is that 
building on the hill?” asked the 
caller. 

“The village church,” said the 
grocer. 

“Been there long?’ asked the 


- other. 


“About 300 years.” 

“Well,” was the reply, “they still 
ring the bell.”"—Oregon Mutual 
Life. 


xk & 


POSTPONED SETTLEMENT 


ILL you do me just one favor? 

Please do not tell anyone you 
have bought this policy until after 
settlement has been made. In case 
anything happens before the policy 
is delivered, it only means disap- 
pointment and trouble for everyone, 
and it would make it very embar- 
rassing for me, for a lot of people 
would consider it my fault that the 
settlement wasn’t arranged. It might 
hurt me professionally. Tell the 
world about it after the settlement 
has been made, if you want to, but 
right now as a favor to me, let’s say 
nothing about it, please.” 

(Federal Life) 
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On July 13, 1925, the Bankers Life Company of 
Des Moines issued two policies for $1,000 each 
on the life of a 13-year-old school boy. 

Eleven years later, both policies lapsed by 
reason of non-payment of premiums. No attention 
was paid by the insured or his parents to repeated 
notices sent by the Bankers Life Company calling 
attention to the premium lapse and to the rein- 
statement privilege. 

At that time a loan of $444.33 existed on each 
policy, which was only $1.64 less than the cash 
surrender value. This sum, however, together 
with the dividend accumulation of $72.78 on each 
policy, was sufficient to provide $556 protection 
to July 13, 1945, under the extended insurance 
provision of each policy. 

Nothing further was heard of the parties in- 
volved until October of 1943, when an agent of 
the Bankers Life Company, following the Com- 
pany’s custom of looking after the interests of all 
policyholders, called at the last known address 
of the insured and was informed by his parents 
that their son had died, only two months before, 
in a prison camp in the Philippines. 

The mother, beneficiary of both policies, stated 
that she had lost, or destroyed, both policies ten 
years before, having no idea they had any value. 

Investigation revealed that the insured had 
been a Captain in the Medical Corps of the U. S. 
Army and that he had died a prisoner of war 
in a Japanese prison camp in the Philippines, on 
or about July 1, 1943. 

The mother made an affidavit stating that the 
two policies were no longer in existence. 

Whereupon the Bankers Life Company paid 
the mother the sum of $556 on each policy, a total 
of $1,112, that being the extended insurance value 
of the policies. 

Thus once again, the extended insurance pro- 
vision in life policies, plus conscientious work 
of a good salesman, brought a financial blessing 
into an American home. 


Bankers Ze 
the Double Duty Dollar Company 
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AMERICAN INSURANCE ABROAD—Continued ‘ (T 
Kenya: Manufacturers Life (Toronto, Ont, C7 
Southern Rhodesia: Sun Life (Montreal, Cay} 6; 
Union of So. Africa: Manufacturers Life (Tj [; 
ronto, Ont.) Sun Life (Montreal, Can.) Malt 
ASIA: (Near East and Far East) Nort 
Burma: Manufacturers Life (Toronto, Ont) M. 
Ceylon: Manufacturers Life (Toronto, Ont.) Sy, 
Life (Montreal, Can.) NORT 
China: Asia Life (Dela.) Manufacturers Lif¢ Alas 
(Toronto, Ont.) United States Life (NYC) Li 
West Coast Life (San. Fran., Cal.) N 
Cyprus: Manufacturers Life (Toronto, Ont.) Li 
Dutch East Indies: Asia Life (Dela.) United Ai 
States Life (N.Y.C.) \W 
Federated Malay States: Manufacturers Lifq de 
(Toronto, Can.) United States Life (NYC) (¢ 
French Indo-China: Asia Life (Dela.) C 
India: Crown Life (Toronto, Ont.) Manufacturers} Can 
Life (Toronto, Ont.) Sun Life (Montreal, Can.)} M 
Hong Kong: Manufacturers Life (Toronto)} L 
United States Life (N.Y.C.) L 
Japan: Manufacturers Life (Toronto, Ont.) A 
Java: Manufacturers Life (Toronto, Ont.) ¥ 
Macao: Manufacturers Life (Toronto, Ont.) ar 
Palestine: Manufacturers Life (Toronto, Ont.) (1 
Sun Life (Montreal, Can.) M 
Sarawak: Manufacturers Life (Toronto, Ont.) | Mes 
Siam: (See Thailand) Nev 
Straits Settlements: Manufacturers Life (Toj O 
ronto) United States Life (N.Y.C.) L 
Sumatra: Manufacturers Life (Toronto) (’ 
Thailand: Manufacturers Life (Toronto) r¢ 
Un-Federated Malay States: United States Lifg C 
(N.Y.C.) N 
CENTRAL AMERICA A 
British Honduras: Confederation Life (Toronto] _ ( 
Ont.) Imperial Life (Toronto, Ont.) Manuj0U" 
facturers Life (Toronto, Ont.) Sun Life (Mont4 Arg 
real, Can.) Bri 
Canal Zone: Acacia Mutual (Wash., D.C.) Con- C 
federation Life (Toronto, Ont.) Equitable Life Chi 
Assurance (N.Y.C.) Lincoln National (Ft: Col 
Wayne, Ind.) Manufacturers Life (Toronto \ 
Ont.) Pan-American Life (New Orleans, La.)} ¥ 
Shenandoah Life (Va.) United States Lifel | 
(N.Y.C.) Cur 
Costa Rica: Manufacturers Life (Toronto, Ont.) fi 
Guatemala: Confederation Life (Toronto, Ont.) Du 
Imperial Life (Toronto, Ont.) Manufacturers C 
Life (Toronto, Ont.) Pan-American Life (New Fre 
Orleans, La.) Sun Life (Montreal, Can.) Per 
Honduras: (See British Honduras) Manufacturers Ve 
Life (Toronto, Ont.) I 
Nicaragua: Manufacturers Life (Toronto, Ont. WES 
Pan-American Life (New Orleans, La.) + Cu 
Panama: Pan-American Life (La.) I 
Salvador: Confederation Life (Toronto, Ont.) ‘ 
Manufacturers Life (Toronto, Ont.) Pan-Amery ; 
ican Life (New Orleans, La.) { 
EUROPE I Do 
Eire (Ireland): Canada Life (Toronto, Ont.) 
Sun Life (Montreal, Can.) 
EBR 
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Great Britain: Asia Life (Dela.) Canada Life 
ed (Toronto, Ont.) Confederation Life (Toronto, 
Ont.) Crown Life (Toronto, Ont.) Imperial Life 
Jnt.) (Toronto, Ont.) Manufacturers Life (Toronto, 
il, Canj} Ont.) Sun Life (Montreal, Can.) United States 
ite (Toy Life (N.Y.C.) 
.) Malta: Sun Life (Canada) 
Northern Ireland: Canada Life (Toronto, Ont.) 
Ont.) Manulacturers Life (Toronto, Ont.) Sun Life 
nt.) Sui (Montreal, Can.) 
NORTH AMERICA 
ers Lifq Alaska: Dominion Life (Toronto) Manufacturers 
(N.Y.C) Life (Toronto, Ont.) New York Life (N.Y.C.) 
Northern Life (Seattle, Wash.) North Western 
Ont.) Life (Seattle, Wash.) Occidental Life (Los 
) United Angeles, Cal.) Olympic National (Seattle, 
Wash.) Public Service Life, Health and Acci- 
ers Lifi4 dent (Seattle, Wash.) United Benefit Life 
(N.Y.C)} (Omaha, Neb.) West-Coast Life (San Fran., 
Cal.) 
facturers) Canada: Aetna Life (Hartford, Conn.) Cuna 
-al, Can.) Mutual (Wis.) Equitable Life Assur. (N.Y.C.) 
Toronto)} Loyal Protective (Boston, Mass.) Metropolitan 
Life (N.Y.C.) New York Life (N.Y.C.) North 
Ynt.) American Reassurance (N.Y.C.) Occidental 
oe Life (Los Angeles, Cal.) Prudential Life (New- 
Ont.) ark, N. J.) State Life (Indianapolis) Teachers 
‘o, Ont.) (N.Y.C.) Travelers (Hartford, Conn.) Union 
Mutual (Portland, Me.) 
_ Ont.) | Mexico: Confederation Life (Toronto, Ont.) 
Newfoundland: Canada Life Assur. (Toronto, 
ife (Toj Ont.) Confederation (Toronto, Can.) Crown 
Life (Toronto, Can.) Dominion Life Assur. 
) (Waterloo, Ont.) Imperial Life Assur. (To- 
») ronto, Can.) Manufacturers Life (Toronto, 
ates Lif¢ Can.) Maritime Life Assur. (Halifax, N.S.) 
Mutual Life Assur. (Waterloo, Can.) North 
American (Toronto, Ont.) Sun Life Assur. 
(Toronto) _ (Montreal, Can.) Teachers (N.Y.C.) 


‘e (Mont] Argentine Republic: Sun Life (Montreal, Can.) 


British Guiana: Manufacturers Life (Toronto, 








C.) Conj _ Ont.) Sun Life (Montreal, Can.) 
able Life| Chile: Sun Life (Montreal, Can.) 
nal (Ft) Colombia: Confederation Life (Toronto, Ont.) 
(Toronto) Manufacturers Life (Toronto, Ont.) Pan-Amer- 
ans, La.)| ican Life (New Orleans, La.) United States 
ates Lifel _ Life (N.Y.C.) 
Curacao: Confederation Life (Toronto) Manu- 
1to, Ont.)} _ facturers Life (Toronto) 
to, Ont.)} Dutch Guiana: Manufacturers Life (Toronto, 
ifacturery _ Ont.) Sun Life (Montreal, Can.) 
ife (New French Guiana: Sun Life (Montreal, Can.) 
an.) Peru: Sun Life (Montreal, Can.) 
ifacturers a Pan-American Life (New Orleans, 
a. 
1to, Ont. WEST INDIES 
La.) + | Cuba: Confederation Life (Toronto, Ont.) Crown 
. Life (Toronto, Ont.) Imperial Life (Toronto, 
to, Ont.} Ont.) Manufacturers Life (Toronto, Ont.) Pan- 
an-Amerj American (New Orleans, La.) Reserve Loan 
Life (Dallas, Texas) Sun Life (Montreal, Can.) 
United States Life (N.Y.C.) 
to, Ont.) Dominican Republic (Santo Domingo); Confed- 
. (Continued on the next page) 
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A streamlined 





CHANGE DIVISION 
keeps U.C.’s flexible 


policies mm step with 
msurance needs 





) \ lh 
PULA i 
,00% r 


. 






































Policyholders’ needs change constantly. Re- 
sponsibilities of wife and family alter in the 
normal course of every man’s life. That is 
why Union Central provides a flexible pol- 
icy ... one which is easily converted to meet 
these changing conditions. And that’s why 
Union Central provides a_ streamlined 
Change Division. This efficient department 
helps to make U.C. an agents’ company 
by performing necessary policy changes 
quickly. 


The UNION CENTRAL LIFE 
INSURANCE COMPANY 


CINCINNATI, OHIO 


Over $475,000,000 in assets 
4 











.. teal 

pay dirt 
If you’re satisfied with bread ’n butter 
wages stick to surface prospecting . . . 
but if you want to get down to real 
pay dirt let Continental Assurance 
help you DIG. Our facilities include 
tools for every purpose . . . par and 
non-par, standard and substandard, 
juvenile and annuities, group, whole- 
sale, salary-savings, A&H... including 
Income Indemnity . . . plus a practica 
knowledge of where and how to dig 


for business. Will you let us prove it? 


Nationally Known for Strength and Growth 





ASSURANCE COMPANY 


CHICAGO, ILLINOIS 


Affiliates : 
CONTINENTAL CASUALTY COMPANY 


TRANSPORTATION INSURANCE COMPANY 
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AMERICAN INSURANCE ABROAD—Continued 
eration Life (Toronto, Ont.) Manufacturers Life 
(Toronto, Ont.) Pan-American Life (New Or. 
‘leans, La.) Sun Life (Montreal, Can.) 

Dutch West Indies: Confederation Life (Toronto 
Ont.) Manufacturers Life (Toronto, Ont.) Sun 


Life (Montreal, 
(N.Y.C.) 

Haiti: Crown Life (Toronto, Ont.) Imperial Life 
(Toronto, Ont.) Manufacturers Life (Toronto, 


Can.) United States Life 


Puerto Rico: Bankers National Life (Montclair, 
N. J.) Confederation Life (Toronto, Ont) 
Crown Life (Toronto, Ont.) Jefferson Standard 
Life (Greensboro, N. C.) Lincoln National 
(Fort Wayne, Ind.) Manufacturers Life (To. 
ronto, Ont.) Pan-American Life (New Orleans. 
La.) Sun Life (Montreal, Can.) Union Mutual 
Life (Portland, Me.) 

Virgin Islands: Manufacturers Life (Toronto, 
Ont.) Pan-American Life (New Orleans, La.) 
Sun Life (Montreal, Can.) 

BRITISH WEST INDIES: Crown Life (Toronto, 
Ont.) Imperial Life (Toronto, Ont.) Manufac- 
turers Life (Toronto, Ont.) Maritime Life (Hal- 
ifax, N. S.) North American Life (Toronto, 
Ont.) Sun Life (Montreal, Can.) 

Bahamas: Canada Life (Toronto, Ont.) Manv- 
facturers Life (Toronto) Maritime Life (Hali- 
fax, N.S.) North American Life (Toronto, Can.) 

Bermuda: Canada Life (Toronto, Ont.) Confed- 
eration Life (Toronto, Ont.) Manufacturers 
(Toronto, Can.) Maritime Life (Halifax, N. S.) 
Mutual Life (Waterloo, Ont.) National Life| 
(Toronto, Ont.) North American Life (Toronto, 
Ont.) Sun Life (Montreal, Can.) 

Jamaica: Confederation Life (Toronto, Ont.) 
Dominion Life (Waterloo, Ont.) Manufacturers 
Life (Toronto) Maritime Life (Halifax, N. S.) 
National Life (Toronto, Ont.) 

Tobago: Manufacturers Life (Toronto, Ont.) 

Trinidad: Confederation Life (Toronto, Ont.) 
Manufacturers Life (Toronto) 

PACIFIC ISLANDS 

Hawaii: Aetna Life (Hartford, Conn.) California- 
Western States Life (Sacramento, Cal.) Canada 
Life (Toronto, Ont.) Confederation Life (To- 
ronto, Ont.) Credit Life (Springfield, Ohio) 
Crown Life (Toronto, Ont.) Cuna Mutual 
(Madison, Wis.) General American (St. Louis, 
Mo.) John Hancock (Boston, Mass.) Lincoln 
National (Ft. Wayne, Ind.) Manufacturers Life 


(Toronto, Ont.) Massachusetts Protective 
(Worcester, Mass.) New England Mutual 
(Boston, Mass.) New York Life (N.Y.C.) 


Occidental (Los Angeles, Cal.) Old Republic 
Credit (Chicago, Ill.) Paul Revere Life (Wor- 
cester, Mass.) Prudential (Newark, N. J.) Sun 
Life (Montreal, Can.) Union Central (Cincin- 
nati) United Benefit (Omaha) United States 
Life (N.Y.C.) West Coast Life (Los Angeles, 
Cal.) ; Franklin Life (Springfield, Tl.) 
PHILIPPINE ISLANDS: Asia Life (Dela.) Manu- 





facturers Life (Toronto, Ont.) United States 
: Life (N.Y.C.) West Coast Life (Los Angeles) 
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NATIONAL SERVICE LIFE—Continued 


the Government bears all losses due to the extra hazard 
of military and naval service and in addition, pays all 
the expenses of administration. 

“When a person leaves this world he cannot take any- 
thing material with him but he can leave behind some- 
thing of value to his loved ones. I know of no better 
way of protecting against their want than by means of 
adequate life insurance. 

“The insurance made available to you in the service 
was term insurance convertible without physical ex- 
amination. It is a valuable asset which cannot be re- 
placed. Continue to carry it. If you have let it lapse, 
reinstate it. When you are in a position to plan a long 
range insurance program convert your insurance to a 
permanent form. 

“The American Life Convention, The Life Insurance 
Association of America and The National Association of 
Life Underwriters, which represent the great majority 
of the life insurance business, have all gone on record 
as indicating a desire to cooperate wholeheartedly with 
the Veterans Administration in protecting the interests 
of service persons. 

“IT welcome this cooperation and believe it will be a 
force for the accomplishment of great good. Accord- 
ingly, I urge that you continue your Government insur- 
ance in force and I join with these life insurance organi- 
) zations in urging you not to exchange your Government 





Confed-jinsurance. Other insurance should supplement rather 
acturers|than replace Government insurance for veterans.” 
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The letter of the Joint Committee, addressed to the 
presidents of life insurance companies, said: 

“The principal associations in the life insurance busi- 
ness have agreed to foster wholehearted cooperation 
with the Veterans Administration in plans to keep Na- 
tional Service Life Insurance in force. Attached is a 
copy of a letter, through which General Hines, Ad- 
ministrator of Veterans Affairs, is advising veterans 
holding National Service Life Insurance policies that 
the three associations have offered their help. 

“Plans for this cooperation, in the interest of return- 
ing veterans, were worked out between the Veterans 
Administration and this Joint Committee representing 
the American Life Convention and the Life Insurance 
Association of America. The report of this Committee 
has been approved by both Associations, with the re- 
quest that a full copy of it be sent to all life insurance 
companies. For your convenience, we are also enclosing 
a brief summary of the recommendations. 

“We hope that you will give earnest consideration to 
these proposals, and that you will be willing to act in 
accordance with them. The objectives can only be at- 
tained through the action of the individual companies. 

“We believe that there is a real opportunity for the 
life insurance business to serve the interests of veterans, 
and we feel sure that the business as a whole will wel- 
come this chance to make a_ public contribution for 
which the business is especially equipped. We believe 
that this job is an obligation that the life insurance 
business should assume in the public interest. 

(Continued on the next page) 
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Organized 1899 


Directing the Way Toward Financial Security Since the Turn of the Century 


) ATLANTIC LIFE 
Insurance Company 


Richmond, Virginia 





1944 was an outstanding year for life insurance, and a par- 
ticularly good one for Atlantic Life. New business exceeded 
that of the previous year by a large percentage, and insurance 
in force now exceeds $152,000,000.00. 

1945 holds much in store for Atlantic Life representatives 
under the Company’s salary and incentive commission plan 
of compensation, which is proving so beneficial to a fast 
growing agency organization. 

Inquiries are invited from those interested. Agency and 
Managerial opportunities available in Virginia, North Caro- 
lina, South Carolina, Maryland, District of Columbia, West 
Virginia, Tennessee and Texas. 
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NATIONAL SERVICE LIFE—Continued 


“It is the hope of the Joint Committee that you will 
wish to study the attached material yourself and that 
you will have your company join in this constructive 
work.” 


Resolution 


Following is a resolution adopted by the National 
Association of Life Underwriters on September 15, 
1944: 

WHEREAS: National Service Life Insurance has been of 
great benefit to members of our armed forces and their fami- 
lies, and in conjunction with the life insurance already owned 
by ‘them, builds a base of insurance protection and a morale 
of which America can be proud; and 

WHEREAS: In World War II, as in World War I, the 
National Association of Life Underwriters, through its local 
associations, assisted the War and Navy Departments in pro- 
moting the procurement of National Service Life Insurance 
by the armed forces; and 

WHEREAS: The members of the National Association of 
Life Underwriters have constantly endeavored to assist service 
men and women with their National Service Life Insurance; 
and By Resolution the Association has urged all members of 
our armed forces to take the full amount of National Service 
Life Insurance available; 

NOW, THEREF ORE, BE IT RESOLVED: That all life 
Underwriters should make their services available to those 
discharged from the armed forces and should encourage them 
to continue their National Service Life Insurance in force. 

A copy of this Resolution shall be sent to the executive offi- 
cers of all Life Insurance Companies and to member associa- 
tions and to all those agencies having to do with the adminis- 
tration of the Soldiers’ and Sailors’ Civil Relief Act and 
National Service Life Insurance. 








U. S. GOVERNMENT LIFE INSURANCE FUND 


Ledger assets as of December 31, 1942 ...... $1,122,740,665.4 
Income 

oe ee ey ee ee $53,283,001.86 

ee ere 45,593,590.47 


Dividends deposited ........ 333,280.43 
Received from the U. S. on 

account of extra hazard of 

the Military and Naval 

Service 
Consideration for supplemen- 

tary installment contracts 

under claims 
Other income 


3,328, 123.79 


18,475,861.26 
464,599.03 


Bay oe Pe ag MER Fm AS Ot $121,478,456.84 
th HS AIEEE TS Ee, $1,244,219,1222 
Disbursements 


Claims (total disability and 


MN oie say opens sci $27 998,328.40 
Matured endowments ...... 14,335,485.64 
Surrender values ........... 4,742,416.75 


8,189,352.22 
392,811.04 


Dividends paid 
Unearned premiums refunded 
Paid on supplementary in- 
stallment contracts under 
Rear 
Other disbursements 


16,801,092.68 
589,067.28 


Total Disbursements $73,048,554.0 





Balance $1,171, 170.568: 568.2 
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740,665.43 


with this 
MAGNIFICENT 
EXAMPLE 


It stands majestically, com- 
manding full view of the entire 
city of Saint Paul. Its exterior 
beauty is rivaled only by the 
exquisite works of art by famous 
artists and sculptors contained 
within its walls. 


This stately $5,000,000 Capitol 
Building was designed by the 
late Cass Gilbert. Its comple- 
tion gave Saint Paul one of the 


the MINNESOTA 


3,048,554.0 








1,170,568. 


Ledger Assets 


k value of Special Treas- 
| ee 
k or amortized value of 
1 other bonds et 
value $561,211,430.31) . 


$500,157,956.40 
530,031,197.34 
133,412,255.19 
3,615,219.46 
3,953,939.89 
Total Ledger Assets December 31, 1943 as 


Per “Balance” Under Income and Dis- 
ste SOU eat oes occ oew koa 


Ss on security of Ad- 
justed Service Certificates 
on hand and in U. S. 





Nonledger Assets 


est accrued on Special 








outstanding buildings of its type 
in the nation . . 
in pure beauty of architectural 
design. 


U. S. Government Life Fund (Contd) 
Annual Statement for Year Ending Dec. 31, 


$1,171,170,568.28 





Treasury Bonds .......... $12,191,350.18 
\ lerest accrued on all other 
Wu) bonds, loans and liens .... 7,656,423.55 
miums due (grace pe- 
an tiod ) MN cies als vam sco s 450,325.00 
mitims in course of col- 
ection through War and 
vy Departments ....... 395,829.23 
RS C36. SS, a 41,545.80 
p Total Nonledger Assets ................ $20,735,473.76 
RN 6 Saas ke nk $1,191,906,042,04 
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In the same Capitol city the 


. unsurpassed Minnesota Mutual has just 
passed $300,000,000 of Insurance 
in Force. 


MUTUAL LIFE INSURANCE COMPANY 


SAINT PAUL 1, MINNESOTA 




























1943 
Liabilities 


ONG: 52 os cx dnasek hued 


$1,056,360,055.19 
Present value of future in- 


stallments on claims ...... 92,654,799.61 
Present value of future in- 

stallments on matured en- 

Bo OE OO: Ee 14,962,859.91 
Claims in process of settle- 

SO” a ere eee 9,080,085 .47 
Premiums paid in advance .. 7,468,450.00 
Dividends deposited with in- 

FRE eT ORES ROR ee 2,371,674.62 
Advance payments from War 

SEINE Soc 255 55 wre's 2,415.57 
Remittances held in suspense 39,316.00 
Other liabilities ............ 16,385.67 
Apportioned for payment of 

II ao Wo aan Cheba 8,950,000.00 
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$1,191,906,042.04 


Facts About Converted Insurance 


News Seamraute (79083) oon osc sn cceis owes sen $79,329,881 .00 
Number of policies in force ................ 583,4 413 
Total amount of insurance in force .......... $2,505,203 or 00 
Number of claims awarded to date ......... 1,221 
Total amount of claims awarded to date .... $408,871 a3 63 
Total amount of matured endowments ....... $132,677,099.92 
Total amount of dividends paid policyhold- 

RINE Li. cicv Gog du Biceke Pek awe owes borg $129,485 396.26 
Total benefits paid to date ......5........... $840,278,640.41 


Assets 
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$1,171,170,568.28 
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nized. by-employers as having great 
social. and:-e¢onomic. value. The 
postwar experience will test these 
plans and: it will. be interesting to 
watch the developments. That there 
may be some terminations is to be 
expected. At the same time, it can- 
ngt -be denied’ that the public is 
pstsi fieminderl, and; it seems evi- 
dentithaf the post-transition period 
will see”a {fend toward pensions, the 
scope of which will depend largely 
upon the nation’s business recovery 
and ultimate -progress. 


Supreme Court. Decisions 


On June 5, 1944, the United 
States Supreme Court handed down 
a momentous decision in the case ot 
the Government vs. Southeastern 


Underwriters’ Association, holding 
in effect that insurance is interstate 
commerce and that the business as 
such is subject to the Federal Anti- 
trust Acts and other laws affecting 
interstate business. Somewhat anal- 
agous was a decision then also de- 
livered by the court in the case of 
National Labor Relations Board vs. 
Polish National Alliance, holding 
that the fraternal organization had 
not complied with certain provisions 
of the Fair Labor Standards Act, 
which omissions the court said af- 
fected interstate commerce. 
Although the holdings of the Su- 
preme Court come as a distinct shock 
to the insurance world, there had 
been some speculation as to the 
court’s probable position on the liti- 
gation. While the S.E.U.A. case 
was still pending in the lower court, 
the stock fire insurance companies 
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sponsored in Congress the so-called 
Van Nuys-Bailey Bill, later know, 
as the Bailey-Walter Bill, propos. 
ing complete exemption of the busi. 
ness of insurance from the Sherman 
and Clayton Anti-trust Acts. Late 
in June, the House passed the bill 
by an overwhelming majority. 
Within a week of the Supreme 
Court’s rulings, the National Aggo- 
ciation of Insurance Commissioners 
held its scheduled midyear meeting 
in Chicago. The atmosphere sur- 
rounding the gathering of the state 
officials was heavily charged with 
repercussions from the findings of 
the court. Committee studies of the 
situation thus created began imme- 
diately. The deliberations were not 
final, however, and a series of com- 
mittee meetings were held through- 
out the summer and fall and up to 
the meeting of the Insurance Com- 
missioners in New York City early 
in December. 


Federal Legislation 


Throughout its studies, the Com- 
mittee of the Insurance Commis- 
sioners looked with disfavor upon 
complete exemption of insurance 
from the Anti-trust Laws and 
finally drafted a substitute amend- 
ment under which an exemption 
from such laws until July 1, 1948, 
was provided, the purpose of the 
moratorium being to enable the sev- 
eral states to set up machinery au- 
thorizing rate making procedures 
and practices in the agency field 
incidental to the fire and casualty 
insurance business. Included in the 
committee substitute was a declara- 
tion of the intent of Congress to 
the effect that the regulation and 
taxation of the insurance business 
shall remain with the states, and also 
inserted therein were exemptions of 
insurance from the Federal Trade 
Commission Act and the Robinson- 
Patman Commodity Control Act. 

At the meeting of the Insurance 
Commissioners in New York, the 
life company associations and prac- 
tically all other lines of the insur- 
ance industry, excepting the stock 
fire and casualty companies, sup- 
ported the Commissioners’ substt- 
tute program of legislation. The 
scene next shifted from New York 
to Washington and, with time for 
action by Congress running short, 
the stock fire and casualty people 
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gave some indication of support to 
the Commissioners program ot 
legislation. Congress, however, was 
confronted with a heavy calendar 
of legislative bills in the closing days 
of the session, and it was impossible 
to obtain any action on the insurance 
program. 


The Committee of the Insurance 
Commissioners, headed by President 
Newell Johnson of Minnesota, had 
labored intensively throughout, and 
deserves a vote of thanks for its 
untiring efforts. It is practically 
certain that a new start will be 
made when Congress reconvenes in 
January. Company counsel submit 
that so long as insurance is com- 
merce, Federal jurisdiction over the 
business, except as specifically dele- 
gated by Congress to the states, will 
remain in force and effect. Counsel 
further submit that although the 
states be given the power to tax in- 
surance companies, such taxation to 
be valid must not discriminate in 
such a way as to constitute a burden 
on interstate commerce. 


State Taxes 


The prevailing legal belief that 
discriminatory state taxes on in- 
surance companies are invalid will 
probably create a stir in the state 
legislative sessions this winter. Sev- 
eral State Insurance Commissioners 
whose tax laws are definitely dis- 
criminatory are prepared to go be- 
fore their legislatures and seek 
amendments that will make uniform 
the tax impositions on all lines of 
insurance and on all companies, do- 
mestic and foreign. The trend in 
this direction which has already set 
in is expected to spread to other 
jurisdictions whose tax laws are 
out of line. 


Standard Nonforfeiture Law 


_The legislatures of Kentucky and 

Virginia in 1944 enacted the so- 
called Guertin bill embracing the 
standard nonforfeiture and valua- 
tion provisions. Fourteen other 
States had adopted this uniform 
legislation in 1943, to-wit: Cali- 
fornia, Delaware, Indiana, Illinois, 
Maine, Maryland, Massachusetts, 
Michigan, Missouri, Nebraska, New 
Hampshire, New Jersey, New Mex- 
ico and Wisconsin. 
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In addition, the proposed stand- 
ard legislation is acceptable under 
the existing laws of twelve other 
states as follows: Alabama, Arkan- 
sas, Connecticut, Florida, Georgia, 
Iowa, Mississippi, Nevada, North 
Carolina, Rhode Island, South Caro- 
lina and Vermont. The remaining 
twenty states in which the proposed 
bill needs to be adopted are: Ari- 
zona, Colorado, Idaho, Kansas, 
Louisiana, Minnesota, Montana, 
New York, North Dakota, Ohio, 
Oklahoma, Oregon, Pennsylvania, 
South Dakota, Tennessee, Texas, 
Utah, Washington, West Virginia 
and Wyoming. 


All of the legislatures of the last 
mentioned list of states, except 
Louisiana, will be in session in 1944, 
and it is reasonable to expect them to 
take up this important matter at 
that time. While operation under 
the standard legislation is presently 
permissible, it does not become man- 
datory until January 1, 1948. 


N.A.L.U. Operations 


The standard of its service to the 
field men of life insurance was set 
higher the past year by the Na- 
tional Association of Life Under- 

(Continued on the next page) 
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The Standard Life Insurance Com- 
pany operates under the rigid In- 
diana Compulsory Deposit Law 
which provides that reserves back 
of policies be deposited with the 
State of Indiana. 
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FINANCIAL STATEMENT=-DECEMBER 31, 1944 
Assets Liabilities 
First mortgage real estate loans....$ 586,690.57 Legal reserve for policyholders. ... . $1,311,270.00 
Bonds—amortized cost........... 1,122,777.00 Policy claims—proof not complete. 17,287.87 
Reserve for policy dividends and en- 
Preferred stocks (market value)... 329,395.00 . dowment insurance coupons... . . 97,871.95 
= escrve for taxes................ 10,155.95 
Policy loans..............-.+.++. 14,136.71 Premiums paid in advance... ... . . 175.451.76 
Cash in bank and on hand........ 76,289.73 Supplementary contracts and misc. . 48,039.29 
Net premiums deferred and uncol- Total Liabilities.............. $1,660,076.82 
ox Cider nics eheXaicaaes 135,936.50 Additional funds for protection of policyholders, 
Accrued interest receivable........ 17,782.93 Surplus.........-.. $130,000.00 
Contingency fund for 
SN Su kG wénicdcdele ous 423.16 war mortality and 
— — fluctuation in in- 
+ | EE ene Dee oe $2,283,431.60 vestments... ..... 68,860.77 
Deducting agents’ credit balance. . . 9,477.93 CTR oe. ce $198,860.77 
csinaiaan Capital paid up... . $415,016.08 $ 613,876.85 
Total Admitted Assets... ... . . .$2,273,953.67 NG Snir ais wrisca'c See Reta OE $2,273,953.67 
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writers and its affiliated groups, the 
American College of Chartered Life 
Underwriters and the Million Dollar 
Round Table. Dividing its work 
among some fifteen standing com- 
mittees and a number of subcom- 
mittees, the National Association 
placed before its membership valu- 
able information and knowledge as 
to current underwriting practices 
and conditions. To mention only a 
few of the committees—Agency 
Practices, Agents’ Compensation, 
Federal Law and Legislation, Sub- 
committee on Pension Trusts and 
the Subcommittee on Social Secu- 
rity—will recall to mind a heavy 
calendar of work that has been well 
done. It would be an injustice at 
this joint to overlook the successful 
campaign of the Membership Com- 
mittee, which in a war year added 
to the rolls 4,139 new members to 
bring the total membership to 34,744 
on December 13. The committee’s 
goal is 35,000, and it was expected 
to be reached by the year-end. 

An inspiring contribution to the 
war effort were the successful cam- 
paigns of the N.A.L.U. for the sale 
of war bonds through pay roll with- 
holdings and individual sales. The 
several bond drives of the year were 
spearheaded by the National Asso- 
ciation through its network of state 
and local associations. 


Field Prospects 


Once more the year established 
the fact that a lesser number of 
agents can sell a higher volume of 
business. Does this prove anything? 
If it doesn’t, it seems mere numbers 
of solicitors are a negative factor 
and there is just so much business 
to be had in a year. On the other 
hand, if it proves anything, it is 
that life underwriters have worked 
harder than ever before and that 
they are learning to sell better 
through improved methods of pros- 
pecting, selling and programming. 
Perhaps the greatest single factor in 
the increased production was the 
larger individual sale effected. 

There are no apparent limitations 
upon the success formula of the alert 
and canable field man of life insur- 
ance. His quota is what he decides 
to make it. Opportunities for the 
sale of life insurance in all of its 
forms abound every day and every- 
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Sales of life insurance will 


where. 
continue to be high and to all ap- 
pearances 1945 production will be a 


record breaker. Increased produc- 
tion for every underwriter should 
be the rule. 

A number of life underwriters 
returning from military service are 
finding time and opportunity to ori- 
ent themselves tor reinduction 
through refresher courses and re- 
training plans devised by company 
agency departments and managers. 
These programs have been most en- 
thusiastically received by the re- 
turning veterans. 


Life Insurance Publicity 


No one perhaps would deny that 
lifé insurance is entitled to favor- 
able publicity, but there has been 
some doubt that it is receiving its 
fair share. The lay press naturally 
is apathetic and must be prodded 
constantly for the relatively few 
items that have appeared. Since its 
organization, the Institute of Life 
Insurance has stepped into the 
breach and helped fill the need of 
more adequate and effective pub- 
licity. Recently the group known as 
Life Insurance Companies of Amer- 
ica has sponsored a_ nation-wide 
newspaper publicity program which 
has been successful in keeping the 
threat of inflation down and has 
obtained other good results. 


Company Associations 


Proposals to merge the principal 
life company associations—Ameri- 
can Life Convention and Associa- 
tion of Life Insurance Presidents 
into a single operating unit were 
abandoned after a joint committee 
study of the project, but a closer 
working arrangement between the 
two associations has since been ef- 
fected. During the year, the Ameri- 
can Life Convention named Robert 
L. Hogg as its Manager and Gen- 
eral Counsel, to succeed the late 
Col. C. B. Robbins. Mr. Hogg for 
several years had been Assistant 
General Counsel of the Association 
of Life Insurance Presidents. Also 
during the year the latter organiza- 
tion changed its name to Life Insur- 
ance Association of America, and 
elected Congressman Dave E. Sat- 
terfield, Jr., of Virginia, General 
Counsel. Vincent P. Whitsitt, form- 
erly Manager and General Counsel, 
was elected Manager. 
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Future Outlook 


The institution of life insurance 
is known for, and it stands for, the 
security of the people. It has also 
stood steadfast for opportunity in 
America—free and unbridled op- 
portunity. The life insurance indus- 
try has been keen to observe the 
trend of social and economic forces 
and has attempted always to keep 
abreast of them. Its management 
has not been immune to change but, 
on the contrary, has seen fit to make 
adjustments to meet changing con- 
ditions whenever needed. 

Government regimentation and 
control of business has moved 
steadily ahead. The war period has 
added great impetus to centralized 
controls. The appeal of Govern- 
ment is made through subsidy, and 
is inviting. But the essence of so- 
cialization is subsidy and those who 
accept it are arranging for their 
own demise as free and democratic 
institutions. 

American life insurance has suc- 
cessfully resisted subsidization and 
has kept faith with its ideals of a 
free and independent enterprise. 
Like other human systems, life in- 
surance is not absolutely perfect, 
but having been established on a 
solid foundation it has proven its 
ability to stand alone and in so 
doing has grown and prospered. Its 
past methods of operation should 
chart the course for the future. 
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The Comparative Analysis of Life Insurance Policies and Rates 
This compact, pocket-size compendium of life insur- CONTAINS 
ance premium rates, cash values, dividend scales, net ee : Ti 
costs, annuities, etc., is the authoritative, instant refer- oe Sale De Ln ane teil Gran 
ence work for the life underwriter. scien Bien on feiee policies. mutt 
Best's Illustrations improves again this year on the Cok View © a @. _ 
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° ° Actual Dividend Histories—10 and A 
quests from life insurance men all over the country. 20 year seviews. he 
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the book now covers 98%, of the life insurance of the — : Ord 
United States. Accumulations and years to pay up. 10, 

. = * Annuities—single premium, joint and 0I— 
This year the Settlement Options Section has been survivorship, retirement. Life 
expanded to show options used in the past as well as a. 4 cg Sg apc a TELUSTRATIONS on t! 
those in current use. Also, the Annuities Section has panies. PRICES: tine! 
been further clarified to show instantly single premium, iy et Buble tatty ger 1 egy. .n-..->- $2.50 after 
oe ° ° ° e,e miums. to 5 copies..... 2.25 ea. ¥ 
joint and survivorship, and retirement annuities. Term, Juvenile and Industral ineur- 6,80 12 copies. :-. 2:15 ea advz 
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ALL ON ONE HANDY SHEET 22" x 22" A Guide will be included without charge inside E 
the cover of each Illustrations Book you buy. ™ 
Forms of Insurance issued Printed on one side Best's Life Underwriters’ Guide is available sepa- 
Types of Policies written Sturdy paper stock rately at the following prices: 
Underwriting Rules Folded to pocket size i 4 98 Santen = vee 
OS ....- . 
Policy Provisions Scientifically cross indexed 25 to 49 copies . ... 165 each 
Cc P > 50 to 99 copies .. xe 55 each 
ompany Practices Ideal for desk top or wall 100 or more copies ..... 50 each 
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AMERICAN HOME LIFE 


New Company 


The American Home Life Company, 1304 North 
Grand Avenue, Spencer, Iowa, was incorporated as a 
mutual legal reserve life insurance company under the 
laws of Iowa on June 7, 1944 and was licensed on July 
29. It began business on July 31, 1944. 

All policies are issued on the participating basis and 
the following forms are offered at the present time: 
Ordinary Life, 10, 15, 20, 25 and 30 Payment Life; 
10, 15, 20, 25 and 30 Year Endowment ; Endowment at 
65—20 Premiums and Juvenile 20 and 30 Payment 
Life, as well as Endowment at 18. Insurance is written 
on the lives of women on the same basis as men, except 
disability is not available. Cash values are available 
after three years at the interest rate of 5%, payable in 
advance. Annual dividends are payable at the end of 
the first year and the full reserve is available less not 
more than 2'%4% of the sum insured, including the 20th 
year when surrendering the policy. 

The company has no specified amount limit but each 
case is considered on its merits and it retains only $1,000 
of the face amount. Policies are written on the Modi- 
fied Preliminary Term (Illinois Standard) basis with 
interest at 3%. 


Officers and Directors 


President & Actuary, Fred C. Crowell; Vice Presi- 
dent, Dr. C. J. Coder; Secretary-Treasurer, H. J. 
Crowell; Counsel, Wilson Cornwall. The Board of 
Directors are: A. E. Anderson, Dr. S. E. Anderson, 
Otto Bjornstad, Dr. C. J. Coder, Wilson Cornwall, 
Fred C. Crowell, Dr. R. H. Fair, Kenneth Glattly, 
LeRoy C. Nefzger, E. B. Pannkuk, Dr. C. E. Rector, 
|. H. Stewart, K. R. Tuttle, L. A. Witter and Fred O. 
Wood. 

President Crowell has been in the life 
business in various capacities since 1901. 


insurance 


AMICABLE LIFE 


Favorably Examined 


The Amicable Life Insurance Company, Waco, Texas 
Was examined as of June 30, 1944 by the Insurance 
Department of Texas. The examination report was 
favorable to the company and its progress was traced 
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from the date of the last examination, namely, June 
30, 1942. 

The company’s figures as of the date of the examina- 
tion were: Income, $1,830,898 ; Disbursements, $1,088,- 
155; Assets, $19,358,037 ; Surplus, $896,662 ($300,000 
of this amount earmarked as contingency reserve) and 
Capital, $820,000. 


CAPITAL LIFE & HEALTH 
Declares Stock Dividend 


The Capital Life & Health Insurance Company, Co- 
lumbia, South Carolina, has increased its capital from 
$5,000 to $25,000 through the declaration of a stock 
dividend. 


COLUMBIAN NATIONAL LIFE 


Beardslee Heads Agency Department 


William R. Beardslee, 2nd Vice President of the 
Columbian National Life, Boston, Mass., was elected 
Vice President and Director of Agencies effective Jan- 
uary 1. Mr. Beardslee joined the agency department 
of the company in 1935; became Superintendent of 
Agencies in 1938 and appointed 2nd Vice President in 
April, 1944. He received his C.L.U. designation in 
1934. A. A. McFall, Mr. Beardslee’s predecessor, who 
requested that he be relieved of his responsibilities as 
head of the company’s Agency Department, will con- 
tinue to be associated with the company in an advisory 
capacity. 


CONSERVATIVE (Ind.) 


Reinsurance 


The directors of the Conservative Life Insurance 
Company, South Bend, Indiana have recommended to 
the stockholders that the business of the company be 
reinsured in the Central Life of Illinois. A stockhold- 
ers’ meeting was held on January 20 to consider this 
proposal. The amount of insurance in force in the 
Conservative Life at the time of the meeting was 


$28,000,000. 
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CONSTITUTION LIFE 


New Company 


The Constitution Life Company of America, 6305 
Yucca Street, at Vine, Los Angeles, 28, California, 
was granted a permit to sell stock in January, 1943. 
This stock consisted of 50,000 shares at a par value 
of $5.00. The selling price was $10.00 per share, thus 
creating a capital of $250,000 and a surplus of $200,000, 
after organization expenses limited to 10% or $50,000. 

In November, 1944 the company applied to the Cali- 
fornia Insurance Department for a license to transact 
a life business. This license was granted in December 
and the Company then applied to the Insurance De- 
partment for approval of a proposed merger with 
Postal Union Life, also of Los Angeles, California, 
This proposal provides that Postal Union will cease 
to exist and the combined company will be known as 
the Constitution Life Company of America. In order 
to finance the deal the Constitution Life has requested 
permission of the California Insurance Department to 
issue 100,000 shares of stock at $5.00 per share, pro- 
ceeds to be used to absorb the Postal Union Life stock. 

The plan of operation of the new company will be 


’ to offer Ordinary, Industrial and Group Life insurance, 


as well as Accident and Health, Hospital, Surgical and 
the extension of funeral insurance under special ar- 
rangements with Funeral Directors throughout Cali- 
fornia and eventually throughout the nation. With 
respect to this latter, see Postal Union in Best’s Lire 


| News: December, 1943; February, 1944 and January, 


1945. 

The officers of the Constitution Life Company of 
America are: President, Col. Victor F. Pettric, C.L.U., 
A.I.1.A., 25 years. in the life insurance business, life 
member, Million Dollar Round Table, author of “Head, 
Heart, Heels.” Mr. Pettric, a veteran of the last war, 
personally organized Constitution Life, and was pri- 
marily responsible for raising the required $500,000; 
Vice-President, Francis M. Curry, 15 years in life 
insurance; Secretary-Treasurer, Raymond H. Ossen- 
beck, 35 years in public accounting ; and Actuary William 
A. Munster, 27 years in actuarial work in life insurance. 


EUREKA-MARYLAND 


Favorably Examined 


The Eureka-Maryland Assurance Corporation, Balti- 
more, Maryland was examined (Association) by the 
Insurance Departments of Maryland, Ohio and Penn- 
sylvania as of December 31, 1943. The date of the 
last examination was December 31, 1939. The ex- 
aminers’ report was favorable to the company. 

The examiners made several changes in the year- 
end figures as published by the company, the principal 
ones being a reduction in assets of $47,321 and a re- 
duction in surplus of $112,592. Most of the changes 
result from conditions which the new management did 
not have time to provide for before the preparation 
of its annual statement. Many of the changes ha 
already been effected by the management prior to the 
date that this examination began. 
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It will be recalled that a majority of the shares of 
the company’s capital stock was purchased by the Farm 
Bureau Mutual Automobile Insurance Company of 
Columbus, Ohio in June, 1943. At that time changes 
were made in the executive roster of the company, as 
well as in the Board of Directors. 


FEDERAL LIFE 


Pension Plan 


The Federal Life Insurance Company, Chicago, 
Illinois through its President, L. D. Cavanaugh, has 
announced a Pension Plan for its managers and agents, 
and a Pension Plan for the Home Office Staff of the 
company. 

The Pension Plan for agents and managers provides 
for qualification credit on the basis of Accident and 
Health production, as well as on the basis of Life 
production. If an agent or manager fulfills the qualifica- 
tion requirements, he is privileged to contribute to 
the Plan on the basis of stipulated percentages of 
premium income and in any such case the Company 
matches the contribution of the agent or manager. 
Provision is also made for certain prior service credits 
based upon business in force as of December 31, 1943, 
provided the agent or manager qualifies for participa- 
tion on the basis of production for such year and also 
provided he elects to participate prior to April 1, 1945, 
for the five years preceding retirement, and the number 
by the Company. 


Retire at 65 or Earlier 


The plan provides for retirement annuities to com- 
mence not later than the anniversary date of the Plan 
following the agent’s or manager’s 65th birthday ; but 
under certain conditions an agent or manager may 
elect to have his retirement annuity commence prior 
to his 65th birthday. An agent or manager may elect 
to receive his retirement annuity income and continue 
to be authorized by the Company under his contract 
to write new business. 

The Pension Plan for the Home Office staff provides 
for retirement of employees at age 65, but provision 
is made for earlier retirement under certain conditions. 
The retirement income is based on the average salary 
for the five years preceding retirement, and the number 
of years of service with the Company. 


FIDELITY MUTUAL 
Sykes Dies 


Frank H. Sykes, Executive Vice President, Fidelity 
Mutual Life Insurance Company, Philadelphia, Pa., 
tied on December 23 last at his home in Pennsylvania. 
He was in his 65th year and had been associated with 
he company for 47 years. Mr. Sykes was well known 
hroughout the life insurance business and was most 
tive in civic affairs. 
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WE’RE NOT... 


. +. the smallest company in the 
world, by any means, but we are small 
enough so that every agent is an 
individual and his problems are per- 
sonally served. Cooperation is a 
breeder of loyalty, we've found. Why 
don't you write to... 


INSURANCE COMPANY | 


Occrmentat 


RALEIGH, N. C. 





























ISAAC MILLER HAMILTON 
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WORKING WITH FEDERAL 


One of the joys of the medium size 
insurance company is the pleasure of 
working with the men in the field. 


And the field man works with and not 
for the company. He is not a more or 
less anonymous letter or number in 
a file, but a friend and associate 
with whom we enjoy frequent personal 
contacts. 
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LIFE INSURANCE COMPANY 


hairman President 


CHICAGO 


L. D. CAVANAUGH 
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LIFE INSURANCE CO. 


AH aome Kec’ 


SPRINGFIELD MASSACHUSTTS 


Noncancellable accident and 
sickness insurance for the 
needs you can’t foresee. 


Participating life insurance for 
the needs you can foresee. 





Edited TO and FOR BROKERS 


@ FRIENDLY-HUMAN-NEIGHBORLY 
GOOD NATURED....... 


Issued about once a month to develop closer 
fellowship with General Insurance Brokers. 


ARE YOU GETTING IT? 


If not, phone or write your General Agent. 
He will be glad to put you on his mailing list. 


State Mutual Life Assurance Company 


of Worcester, Massachusetts 
Incorporated 1844 


i We ettet Gots 











FRANKLIN LIFE 
Adopts Group Plan 


A Christmas gift of Group Insurance in amounts of 
from $2,000 to $10,000 for all qualifying members of 
five newly inaugurated Agency Production Clubs in 
the Company’s nation-wide Agency organization has 
been announced by President Chas. E. Becker of The 
Franklin Life Insurance Company, Springfield, Illinois 
Members of the $100,000 Club will receive $2,000 
of Group Insurance with double indemnity, effective 
January 1, 1945; $200,000 Club members will receive 
$4,000 of insurance with $2,000 of additional insurance 
for each Club member in the higher brackets, and with 
a maximum of $10,000 for qualifying membership in 
the $500,000—$1,000,000 Club. In event of total dis- 
ability the agency representative’s insurance will be 
maintained in force with all premiums paid by the 
Company. The Franklin will pay all costs of this new 
Group Insurance program and members will be re 
qualified on January 1 and June 30 annually, in either 
higher or lower brackets dependent on their new busi- 
ness sold in the previous six months’ period. 

Qualifying certificates were mailed as Christmas gifts 
to all Franklin representatives based upon 1944 pro- 
duction credits, together with Club memberships. 

President Becker has also announced in December 
that Group Insurance for all Home Office and Branch 
employees throughout the United States will be made 
available on a partial contributory basis effective Janu- 
ary 1, 1945, based on years of service and classification 
in amounts from $1,000 to $10,000. 

This new Group Insurance program will also cover 
future Agency appointments throughout the country. 
It has been designed to give every member of the sales 
organization and Home Office Staff added _ financial 
security in the future. As the Franklin Life does not 
issue Group Insurance, the coverage has been purchased 
from the Equitable Life Assurance Society of New 


York. 
Enters Hawaii 


The company has been licensed to transact business 
in Hawaii. R.H. S. Brilliande, in the business 6 years, 
and a member of the Million Dollar Round Table for 
the last 5 vears, has been named General Agent. 


GREAT AMERICAN RESERVE 


November Record 


The Great American Reserve Life Insurance Con- 
pany, Dallas, Texas, during November had the largest 
production for any one month in its history. Announce: 
ment was made by Travis T. Wallace, President, that 
the sales force composed of 29 full time salesmen paid 
for $1,793,861 of life insurance plus 1,581 accident 
and health applications. This was an average of $61.85/ 
of life insurance per man plus an average of 52 accident 
and health applications per man. The salesmen averaged 





$1,156 per man in earned commissions. 
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Eight men out of the 29 wrote over $100,000 of life 
insurance. 15 men out of the 29 wrote over $60,000 
of life insurance. Only 2 men wrote less than $20,000 
of life insurance. 

The men with the company who started on or before 
January Ist, 1944, had an average earning for the 
vear ot $7 .022. 


JEFFERSON STANDARD 
1944 Gains 


The Jefferson Standard Life Insurance Company, 
Greensboro, N. C., has reported a gain of insurance 
in force amounting to $40,032,074 in the year 1944. 
This exceeds the 1943 gain by more than seven million 
dollars. Total insurance in force at the end of 1944 
amounted to $542,565,115: 

New business paid for during 1944 totaled more 
than $60,000,000, a 11% increase over 1943. 

Vice-President M. A. White, head of the Company’s 
Agency Department, pointed out that these gains were 
made by an Agency force minus the services of 105 
members serving in the Armed Forces. 

At the beginning of the year the Company set as 
its objective a net gain of $33,000,000 insurance in 
force in honor of Julian Price’s 25th anniversary 
year as President of the Company. This objective was 
exceeded by $7,000,000. 


KENTUCKY HOME MUTUAL 
Reinsures Methodist Benevolent Assn. 


The Kentucky Home Mutual Life Insurance Com- 
pany, Louisville, Kentucky, on December 28, 1944, 
reinsured the business of the Methodist Benevolent 
Association of Nashville, Tennessee. This latter was 
the life insurance organization of the Methodist Church 
and was organized in 1904. At the time of the rein- 
surance it had $500,000 in assets and $1,600,000 of 
insurance in force, practically all of which is on the 
members of the clergy of the Methodist Church. 


LAMAR LIFE 


Rates Revised 


The Lamar Life Insurance Company, Jackson, 
Mississippi, has increased rates at some ages and for 
a few plans effective January 15, 1945. Waiver of 
Premium, Double Indemnity, and Double Indemnity 
and Dismemberment rates are unchanged. : 


(Continued on the next page) 
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Liberal Agency Contracts 
Available to Texas Men Who Can 
Quality to Represent the Amicable 

In Texas 


1944 Produced... 


Largest volume of new business 
and 
Largest increase of insurance in force 
in the History of the Company 





Such results can only be accomplished by a progressive 
and happy agency organization 


One agent just now writes: 


“The many times you have been of assistance to 
me is truly appreciated and it is indeed a pleasure to 
work for a Company that has such a fine spirit of 
co-operation from the Home Office.” 


THE 


LAFAYETTE LIFE 
INSURANCE COMPANY 


Lafayette Life Building 
LAFAYETTE, INDIANA 
RANDALL G. YEAGER, Supt. of Agencies 
Operating in Ind., IIls., lowa, Mich., 

Nebr., Ohio, and Tenn. 




















Their Heritage 


Abraham Lincoln, during the Civil War, said, “It is 
not merely for today but for all time to come that 
we should perpetuate for our children’s children 
that great and free government which we have 
enjoyed all our lives.” 


Our boys are again giving their all to protect and 
perpetuate that government that we may have no 
part of regimented life, no dictatorships. They left 
with us the task of protecting the home front and 
preserving for them here the rights of men born to 
a heritage of free living. 


The work of the Life Underwriter is preserving the 
very heart of that heritage. If you are interested in 
the profession, you will find it pays to be friendly 
with— 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company" 











FRANKFORT 


yo 


INDIANA 











of the FIVE STAR : features 








LAMAR LIFE—Continued 


A comparison of the new and old rates for repre- 
sentative policies is given below: 


Age 25 35 45 55 
Old New Old New Old New Old New 
Endowment at 85 
$17.17 7.17 2274 2284 3287 3322 Si3d Sie 
20 Pay Endowment at 85 
$25.26 25.76 31.24 31.94 40.55 41.30 55.97 56.72 
20 Year Endowment 
$43.04 43.54 44.33 45.08 47.99 48.99 58.74 59.74 


LIFE OF VIRGINIA 


Investment Corporation Dissolved 


The John G. Walker Investment Corporation, which 
held a majority of the stock of the Life Insurance 
Company of Virginia located at Richmond, was dis- 
solved in December of last year. The stock owned 
by the Investment Corporation will in due course 
be distributed among the various shareholders in the 
Investment Company. This action will, however, have 
no effect on the Life Insurance Company of Virginia. 


LINCOLN NATIONAL LIFE 
Considering A & H Field 


The annual meeting of the stockholders of the 
: Lincoln National Life Insurance Company, Fort 


= Wayne, Indiana, will be held on February 7 at the 


Among the subjects up for consideration 
is a resolution 


” home office. 
co NTI N E NTAL: one which a vote will be taken, is : 
extending the business of the company to include 


Featuring 5 star attractions for enjoyment of 
living at its best (1)Penguin Room (2)Sky-Hy 
Room (3) Omar Cocktail Lounge (4) The 
Alcove (5) The New Coffee Shop. Outstand- 
ingly gay and attractive 
«++Guests enjoy all club 
facilities, including swim- 
ming pool...perfect loco 
tion at 11th and Baltimore 


RE. McEACHIN, Managing Director 


22 FLOORS OF 
MODERN COMFORT 





Direction-Southwest Hotels Incorporated- H. G. Manning - Founder 
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KANSAS CITY 





accident and health insurance. 
In explaining the above it is stated in part: 


“The resolution to be voted upon is for the pur- 
pose of clarifying the Company’s right to engage 
in the issuance of Accident and Health insurance 
and is of importance in that it will facilitate the pro- 
curement of permits from state insurance depart- 
ments to transact this type of business. It will con- 
stitute evidence of acceptance by the stockholders 
of the right vested in the Company by law to engage 
in such operations. For some time the Company has 
been issuing this class of insurance in connection 
with group policies and we feel that the writing of 
such insurance can be advantageously combined with 
our regular agency operations.” 
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MANUFACTURERS LIFE 


Executive Changes 


In December, 1944 the Manufacturers Life Insur- 
ance Company, Toronto, Canada, made several pro- 
motions. J. A. Broadbent, with the company since 
1932, and F. A. Nicholson, C.L.U., with the company 
since 1927, were named Agency Superintendents. A. 
P. Morton, A.I.A., F.A.S., with the company since 
1926, and T. B. Morrison, F.A.S., F.A.1.A., with the 
company since 1927, were promoted to Assistant Actu- 
aries. At the same time A. T. Seedhouse,’ with the 
company since 1925, and S. S. T. Beauregard, with the 
company since 1931, were named Assistant Treasurers. 


METROPOLITAN LIFE 


Canadian Division 


A division of the Metropolitan Life Insurance Com- 
pany’s Canadian Territory into two sections, known 
as Eastern Canada Territory and Western Canada 
Territory, has been announced by Frederick H. Ecker, 
Chairman of the Board, and Leroy A. Lincoln, Presi- 
dent. Eastern Canada Territory, consisting of the 
Provinces of Quebec, New Brunswick, and Nova 
Scotia, is under the supervision of Freeman D. Smith, 
who has been Superintendent of Agencies of Canadian 
Territory for the past 14 years, while Western Canada 
Territory, comprising the Provinces of Ontario, Mani- 
toba, Saskatchewan, Alberta and British Columbia, is 
under the supervision of Fulton W. Jenkins, who has 
been Assistant Superintendent of Agencies of Canadian 
Territory since November 1943, and who has been ap- 
ae Superintendent of Agencies effective January 
1, 1945. 

It was also announced that Assistant Superintendent 
of Agencies Julius O. Klein had been made Super- 
intendent of Agencies of the Pacific Coast Territory 
to succeed James A. Smithies who retired on Decem- 
ber 31, 1944 under the company’s Insurance and Re- 
tirement Program. Mr. Smithies has served the Metro- 
politan for more than 50 years, 30 years of which 
he was a Superintendent of Agencies of Territories 
in different sections of the country and for the past 
seven years in charge of Pacific Coast Territory. Mr. 
Klein has been Assistant Superintendent of Agencies 
in the Pacific Coast Territory for the past six years. 


MONARCH LIFE 


Favorably Examined 


The Monarch Life Insurance Company, Springfield, 
Massachusetts was examined (Association) by the 
Insurance Departments of Massachusetts, Kentucky 
and Indiana as of December 31, 1943. The examiners’ 
teport was favorable to the company and they traced 
its progress from the date of the last examination, 
namely, December 31, 1940. 

(Continued on the next page) 
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Well Balanced 


What is a well-balanced company? 


It is, we think, a company whose financial structure 
is sound. . . . Whose geographical market embraces 
a balance of metropolitan, town and rural areas. .. . 
Whose Head Office is advantageously located with 
respect to prompt service to policyholders and agents. 
. . . Whose policy contracts include all fundamental 
coverages. ... 


It is a company whose contributions to its industry 


have been recognized as outstanding. .,. . Whose 
growth has been steady and uniform. . . . Whose ‘size 
is sufficiently large to assure confidence and prestige 
. . . Whose management, nevertheless, has never lost 
the common touch with agent and policyholder .. . 
and whose reputation as a friendly company has been 
consistently upheld. .. . 


Fidelity is such a company. It operates with general 
agencies in thirty-six states. It has been “Faithfully 
serving insurers since 1878.” 


PHILADELPHIA 1 


E. A. ROBERTS, President 





IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
















JOHNSON D. HILL, PRESIDENT 
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ABILITY... 


.. . says Webster, is the power to 
perform, the skill to achieve. If you 
have that power or skill and are 
looking for a sound and progres- 
sive company that can offer broad 
agency contracts, liberal commis- 
sions and a well-rounded list of 
policies . . then, ATLAS is your 
company! 


Excellent territory still avail- 
able in Arkansas, California, 


Kansas, Missouri, Oklahoma, 
Oregon and Texas. Write to— 
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TULSA, OKLAHOMA 
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OPPORTUNITY 


The Pan-American Life Offers: 


@ A complete line of Policies on Participating and 
Non-Participating Plans. 

@ One of the most liberal Agency Contracts in 
America—Commissions plus cash allowances. 

@ A Recruiting Plan and Special Training for New 
Fieldmen. 

@ A New System, relieving General Agents from 
detailed Agency Accounting. 

@ Attractive and Effective Sales Aids and Policy 
Illustrations. 


@ Prospects for Insurance furnished through a 
Proven System. 


Yes, this JS your opportunity. Write us—Your in- 
quiry will be welcome. Let us discuss with. you your 
many opportunities for success under a Pan-American 
Contract. 

Address: 
CHARLES J. MESMAN, Superintendent of Agencies 


It would be a courtesy to Best's Insurance News 
if you will mention the name of this publication 
when replying to the above advertisement. Pan- 
American Life Insurance Company. 





NEW ORLEANS, U.S.A. 
CRAWFORD H. ELLIS, President 
EDWARD G. SIMMONS, Executive Vice-Pres. 

















Our Expansion Program 
has Created 


SOME UNUSUAL 


AGENCY OPPORTUNITIES 
in 
KANSAS, MISSOURI 
OKLAHOMA, and NEBRASKA 
* 


New Business Volume is up at 


THE NATIONAL RESERVE 
LIFE INSURANCE COMPANY 
Home Office Topeka, Kansas 
Old Line Legal Reserve 
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MONARCH LIFE—Continued 


The surplus was increased by the examiners from 
$1,606,592 to $1,816,854—$210,203. The principal 
changes in bringing this increase about were reductions 
in the net reserve, excluding disability of $9,682; the 
elimination of the reserve for supplementary contracts, 
$48,858 and the reserve for accrued losses and unpaid 
claims in the Accident and Health Department, 
$141,574. 


MUTUAL BENEFIT 


Favorably Examined 


The Mutual Benefit Life Ins. Co., Newark, N. J., 
was examined (Association) by the Insurance Depart- 
ments of New Jersey, Alabama, New Mexico, Cali- 
fornia, Michigan and West Virginia as of December 
31, 1943. The examiners’ report was favorable to 
the company and they traced its progress from the 
date of the last examination, namely December 31, 
1940. The figures as compiled by the examiners were 
in agreement with those published in Best’s 1944 Life 
Insurance Reports. The company has just passed its 
100th anniversary—see comment in Editors’ Corner 
this issue. 


NATIONAL AID LIFE 
Stock Dividend 


The National Aid Life Insurance Company, Okla- 
homa City, Oklahoma, declared a 100% stock dividend 
in December increasing the capital from $100,000 to 
$200,000. At the same time the company announced 
an expansion program so that it is now offering ac- 
cident and health and hospitalization insurance. W. 
M. West, formerly with the Continental Casualty Com- 
pany, has been named Vice President of the company 
and placed in charge of this new department. 


NORTHWESTERN NATIONAL 
1944 Figures 


New high levels of service were achieved by life in- 
surance in 1944 despite problems of wartime operation, 
thanks to hard-hitting teamwork by home office and 
field organizations of the nation’s life companies, O. J. 
Arnold, president of Northwestern National Life of 
Minneapolis, declared in announcing the company’s 60th 
annual statement on New Year’s Day. 

Mr. Arnold pointed to Northwestern National’s $42, 
376,449 gain in insurance in force to a total of $586; 
696,979, a. record-breaking $11,171,723 gain in assets, 
an all-time high of $14,744,221 in premium income, a 
12 per cent increase in new ordinary sales, and a further 


BEST'S LIFE NEWS 





declin 
of an 
but at 
these 

ot oth 
the w 
sibilit: 
guard 
saving 
effort 
port t 
keep 


Noi 
696.93 
a yea’ 
$103,( 
plus f 
770, ¢ 

Ne 
insurz 
$45,9: 
1943. 
makir 
than 
total | 
400,06 
The 1 
to Oo 
cent ¢ 

Ref 
ous W 
portic 
in U, 
ownec 
total 
€00,01 
subse 


Dez 
over 
meml 
total | 
over 
reflec 
and t 
said. 
Since 
and b 

a 
lance 
verse 
ing lo 
annui 
ceivin 
said. 
234 | 
the A 
basis. 


FEBR 








m 
Jal 
ns 
‘he 


aid 
nt, 


art- 
ali- 
iber 
to 
the 
3k; 
vere 
Life 
| its 
mer 


)kla- 
dend 
() to 
nced 
r ac- 

W. 
“om- 
pany 


fe in- 
ation, 
> and 
O. J. 
fe of 
; 60th 


$42- 
$586; 
issets, 
me, a 
urther 


NEWS 





decline in lapses as indicative of the healthy drive 
of an agency force considerably reduced in numbers 
hut at a new high peak of effectiveness. He predicted 
these same broad trends will show in the statements 
of other companies as they are announced. Each month 
the war continues, he declared, lays a heavier respon- 
sibility on life insurance men in their double role as 
guardians of millions of individual protection and 
savings programs and as shock troops in the patriotic 
effort to keep dollars flowing into channels which sup- 
port the government's war financing program and help 
keep prices down. 


In Force and Written 


Northwestern National’s insurance in force of $586,- 
696,979 as of December 31 compares with $544,320,530 
a year ago. Assets reached $114,220,589, rising from 
$103,048,866. Voluntary contingency reserves and sur- 
plus funds beyond legal requirements stood at $8,730,- 
770, compared with $7,871,331 a year ago. 

New ordinary insurance sold (exclusive of group 
insurance and revivals and increases) amounted to 
$45,953,198 during 1944, 12 per cent greater than in 
1943. New group sales were $16,012,700 under 1943, 
making ordinary and group combined $11,021,854 less 
than in 1943. Notwithstanding this, the increase in 
total insurance in force of $42,376,449 was only $3,- 
400,000 less than the increase in the preceding year. 
The 1944 gain in ordinary insurance in force amounted 
to 65 per cent of new ordinary sales, and was 27 per 
cent greater than 1943’s gain. 

Reflecting further increases resulting from its vari- 
ous war loan pledges during the year, by far the largest 
portion of the company’s new investments in 1944 was 
in U. S. Government securities. Government bonds 
owned now stand at $55,520,792, or 48.6 per cent of 
total assets. This does not include an additional $2,- 
€00,000 of the company’s $12,310,000 Sixth’ War Loan 
subscription, reserved for future delivery. 


Payments 


Death payments amounted to $3,372,624, slightly 
over 10 per cent of which was on policies owned by 
members of the armed forces. Nearly one-half of 
total death claims were specified to be paid as income 
over a period of years or for life of the beneficiary, 
reflecting a closer fitting of insurance to family needs 
and therefore a better quality of service, Mr. Arnold 
said. Payments to living policyholders were $2,967,807. 
Since organization in 1885, payments to policyholders 
and beneficiaries total over $137,000,000. 

“The company’s statement reflects continued vigi- 
lance by its management in anticipating possibly ad- 
verse long-term factors, such as the effects of increas- 
ing longevity and continuing low interest rates on future 
annuity payments and payments to beneficiaries re- 
ceiving proceeds under instalment options,” Mr. Arnold 
said. Reserves on instalment contracts are valued at 
234 per cent interest, and life annuities according to 


the American Annuitants 234 per cent table, or stronger 


basis. 
(Continued on the next page) 
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IS LIFE INSURANCE SELLING 
A PROFESSION ? 


A profession, in the sense of a calling or 
an occupation, is that in which one pro- 
fesses knowledge sufficient to advise and 
serve others. The agent who professes 
knowledge of life insurance sufficient to 
advise and serve others assumes a grave 
responsibility, not to be lightly nor un- 
worthily taken. 

Like many other good companies, The 
Life Insurance Company of Virginia pro- 
vides educational facilities for agents and 
encourages that study which leads to pro- 
ficiency in a life insurance career. Only 
after careful preparation may one safely 
profess himself capable of advising and 
serving those who seek to make their de- 
pendents financially through life 
insurance. 
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Home Office: 
Richmond, Va. 
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Established 
1871 


The Columbus Mutual 
Offers— 


First—Low Cost Insurance to Sell. 


Second—Liberal Commissions for Selling It. 


(An Unusual Combination) 
Third—Ideal Working Conditions. 


Vested Renewals — 

Unrestricted Territory— 

Automatic Promotion— 

Equality of Opportunity— 

The Right to Build Your Own Agency— 


COLUMBUS MUTUAL LIFE 
COLUMBUS, OHIO 
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BEST'S 
INSURANCE GUIDE 


KEY RATINGS 


Shows Both GENERAL POLICYHOLDERS’ 
and FINANCIAL RATINGS 


. of stock, mutual, reciprocal and Lloyds 
fire, marine, casualty and surety insurance 
companies operating in the United States, 
whether domestic or foreign! 


BEST'S GUIDE presents, instantly, a five-year 
financial and underwriting exhibit, a five-year 
comparative distribution of assets, classes of 
business written, where written and much other 
vital data for each of the above mentioned 
companies! 


Also, BEST'S GUIDE contains a list of ap- 
proximately 2,600 mutual fire and casualty 
insurance companies, giving principal figures 
on each company and including all county, 
township and district mutuals. 


All this information so necessary for the pro- 
tection of agents and their clients—only $5.08 
(including postage)! A small investment for 
immense security! Order your copy today! 


KNOW THE FACTS—AT A GLANCE! 


ALFRED M. BEST COMPANY, INC. 


HOME OFFICE: BEST BUILDING 
75 FULTON STREET, NEW YORK 7, N. Y. 








NORTHWESTERN NATIONAL—Continued 


Reflecting high wages and nearly universal employ- 
ment, policy loans dropped to a new low of $6,679,748 
compared with $7,506,260 at the end of 1943. Real 
estate owned, including home office building, showed 
a further shrinkage to $1,551,109, or less than 1.4 per 
cent of total assets. 


PAN-AMERICAN LIFE 
Year End Figures 


A preliminary report of the Pan-American Life In- 
surance Company, New Orleans, La. shows marked 
increases for the year ending December 31, 1944. New 
Life Insurance written for the year, exclusive of in- 
creases and revivals, is over $31,500,000.00; the total 
including increases and revivals is above $34,000,000.00, 
The total insurance in force is in excess of $225,000- 
000.00; a gain of more than $20,000,000.00. 

The Pan-American’s assets at December 31, 1944 


- amount to over $60,000,000.00; representing an in- 


crease of more than $7,000,000.00 since January 1, 1944. 
Capital, Surplus and Reserves for contingencies are in 
excess of $3,600,000.00 ; a gain of more than $500,000.00 
for the year. 


PENN MUTUAL 


Executive Changes 


William H. Kingsley retired as Chairman of the 
Board in December, after almost 60 years of service 
with the Penn Mutual Life Insurance Company, Phil- 
adelphia, Pa. At the same time Sydney A. Smith, 
Secretary, retired after 54 years of service with the 
company and George R. White, Actuary, with the 
company for 47 years, was elected Secretary and 
Actuary. 


SECURITY MUTUAL LIFE 


Favorably Examined 


The Security Mutual Life Insurance Company, 
Binghamton, New York, was examined ( Association) 
by the Insurance Departments of New York, Indiana 
and Michigan as of December 31, 1943. The date of 
the last examination was December 31, 1940. The 
examiners’ report was favorable to the company. 

There was only one major change in the figures as 
published in Best’s 1944 Life Reports. The company’s 
figure for surplus, $1,035,139, was reduced $76,995 
to $958,143. The principal items involved in this re- 
duction were: amortized or investment value of bonds 
over book, $23,950; unused postage and unearned ‘it- 
surance premiums, $10,937 ; purchase money mortgages 
in excess of allowed value, $25,739 and unclaimed 


checks, $13,759. 
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STANDARD LIFE (Ind.) 


Year-End Figures 


For the third successive year, the Standard Life In- 
surance Company Indianapolis, Indiana has been one 
of the few life insurance companies in the country 
issuing its statement on the first day of the following 
year. The statement published by the Company shows 
an increase in size of over 100% during the past three 
years. The insurance in force as of December 31, 1944 
is $32,582,000. The admitted assets have grown to 
over two and a quarter millions of dollars, being $2,- 
273,953. The funds available for the protection of 
policyholders over and above all reserves which are 
on deposit with the State of Indiana are in excess of 
$613,000. The company paid for $8,753,000 of business 
in 1944, being an increase of over 13% of the amount 
of business paid for in 1943. A high percentage of 
the company’s assets are in Government bonds and 
every asset of every kind is current, both as to principal 
and interest. 


UNITED FIDELITY 
Favorably Examined 


The United Fidelity Life Insurance Company, Dallas, 
Texas was examined (Association) by the Insurance 
Departments of Texas and Oklahoma as of June 30, 
1944. The examiners’ report was favorable to the 
company and they reviewed the operations from the 
date of the last examination namely, June 30, 1942. 

In 1944 the company increased its capital from 
$500,000 to $600,000 through a stock dividend. As of 
June 30, 1944 the company had $60,438,548 of insur- 
ance in force ; admitted assets were $10,743, 724 ; capital, 
$600,000 and unassigned funds (surplus), $643,170. 
In addition, there was approximately $100,000 set aside 
as reserves for fluctuations in various accounts. The 
income for the first six months was $1,179,794, while 
the disbursements totaled $686,758. 


UNITED (lil.) 
Examined 


The United Insurance Company, Chicago, Illinois, 
was examined by the Insurance Department of that 
state as of December 31, 1943. The date of the last 
examination was December 31, 1941. The examiners 
made some suggestions for improving the efficiency 
of the Accounting Department and these suggestions 
are being acted upon as rapidly as possible. 

The principal change in the company’s year-end 
figures was in the surplus account which the examiners 


increased $44,702—from $553,609 to $598,311. 


(Continued on the next page) 
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87 Years 


of Steady Growth 
Make For Confidence 


In the Future 


MONUMENTAL LIFE INSURANCE CO. 


BALTIMORE, MARYLAND 














eA merica’s 
Distinctive 
Hotel 





HOST TO MORE INSURANCE CONVENTIONS 
THAN ANY OTHER HOTEL IN THE WORLD 


Chosen by 138 Insurance Organizations as their meet- 
ing place—many returning again and again...a 
true "Mecca" for the Insurance Fraternity . . . Where 
you'll always meet your friends and associates. 
o 
W. M. Dewey, President. P. J. Weber, Res. Manager. 


EDGEWATER BEACH HOTEL 


5300 Block Sheridan Road. CHICAGO. 
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UNITED (ILLINOIS)—Continued 

Changes were brought about in: net reserve, $24,327 
(increase) ; claims in process of adjustment (Casualty 
Department ), $42,009 (decrease) ; claims incurred but 
not reported, $19,359 (decrease). Decreases were also 
shown by the examiners in: amount due and accrued 
for taxes, $12,980 and assets not admitted, $4,790. 


UNITED MUTUAL LIFE 
New Old Line Company 


On January 1, 1945 the United Mutual Benefit As- 
sociation, New York, N. Y., a fraternal association 
organized in 1933, changed its name to the United 
Mutual Life and became the first mutual old line 
Colored life insurance company domiciled in New 
York State. The new company is offering both Or- 
dinary and Industrial, plus Juvenile participating in- 
surance on both plans. The latest figures available as 
of November 30, 1944 show: In Force, $11,561,498 ; 





come (including Accident & Health discontinued Dee, 
31, 1944), $430,274. 

All policyholders who have life insurance in the 
fraternal are eligible to transfer their contracts to the 
new company. The policies so transferred are non 
assessable and will be on a legal reserve basis. Pre- 
miums, cash values and all other features in the fra- 
ternal contract will remain the same. All social mem- 
berships in the fraternal will, however, terminate on 
the date of transfer. 


Officers 


President, Dr. Charles N. Ford; Ist Vice President, 
Hope R. Stevens; 2nd Vice President, Clarence D, 
King; Secretary, Cecil C. Holmes; Treasurer, Walter 
A. Miller; Auditor, Lt. Col. Wilmer F. Lucas and 
Medical Director, Dr. Walter A. Winter. 

The Board of Directors include the above named 
officers plus: Percy C. Estwick, James E. Townsend, 
Charles L. Maxey, Jr., Daniel L. Burrows, Marvin 
Eckford, Gerald Graham and Mrs. Estelle Massey 





Written (11 months), $3,921,653 and Premium In- Riddle. 
SPECIALISTS — INSURANCE PROFESSIONS 
ACTUARIES 
CALIFORNIA INDIANA NEW YORK 





Cant E. Herrurts 


COATES & HERFURTH 


CONSULTING ACTUARIES 
660 Market Street 437 So. Hill Street 
SAN FRANCISCO LOS ANGELES 


Parrett N. Coates 


HARRY C. MARVIN 


Consulting Actuary 


221 E. Ohio Street 
INDIANAPOLIS, INDIANA 


WOODWARD and FONDILLER, Inc. 


Consulting Actuaries 
Insurance Accountants 


90 John Street, New York 
Telephone Barclay 7-3428 








ILLINOIS 





MISSOURI 











DONALD F. CAMPBELL AND 
DONALD F. CAMPBELL, JR.., 
CONSULTING ACTUARIES, 

37 Yrs. of Service 


160 NORTH LASALLE STREET, 
CHICAGO 1, ILLINOIS 





CARROLL E. NELSON 


Consuiting Actuary 
Central 3126 


Wolfe, Corcoran & Linder 


Consulting Actuaries 
Auditors and Accountants 


116 John Street, New York, N. Y. 

















10 8. La Salle Street 
Chicago 3, Ill. 
M. Wolfman, A.A.I.A. 
N. A. Moscovitch, Ph.D. 


L. J. Lally Franklin 4020 





Telephone STAte 1336. 915 Olive Street ST. LOUIS 
FACKLER & COMPANY 
NEW YORK 
HARRY S. TRESSEL CONSULTING ACTUARIES 
Certified Public Accountant WOODWARD, RYAN, SHARP 8 W. 40th Street 
and Actuary & DAVIS ° 


Consulting Actuaries 


41 PARK ROW, NEW YORK 
Telephone Barclay 7-4443 


New York City 33 N. Y. 














INDIANA 





PENNSYLVANIA 








HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
Frank J. Haight, President 


500 Fifth Avenue 


INDIANAPOLIS New York 18, N. Y. 


OMAHA 











Miles M. Dawson & Son, Inc. 


Consulting Actuaries 


FRANK M. SPEAKMAN 
Consulting Actuary 
Associate 


137 Newbury St., E. P. Higgins 








THE BOURSE 


Boston 16, Mass. 


PHILADELPHIA 6, PA. 
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NEW INSURANCE 94,533,743 
(Including Deferred Annuities) 
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arvin Payments to Policyholders and Beneficiaries since 
“a the inception of the Company total $303,689,216. 
The Manufacturers Life Insurance Company 
HEAD OFFICE - TORONTO, CANADA 
— Established 1887 
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Promoting Advertising—Runcie L. Tatnall  .....+-..e020000: uly 8 
ee Se SOOO MOOD ois 05.500 0000 ctbccccceccesacesecs June 4 
Readings for Salesmen—Burton Bigelow ...........+.e.e000- Feb. 3 
EN Nn kha me 0e te caardn sd bcadreass ae cesibinendada smn Oct. 3 
ah ic ies Khenched ened ce bsnbasacrcentrdactan Sept. 4 
The Returned Service Man—H. Paul TENGE 00 ons c5n cc annd Feb. 19 
ee rr tee Sept. 36, Dee. 5 
Sales Research Bureau—Agency Management Committee...... Oct. & 
Sales Research Bureau—No Annual Meeting ......... ee Nov. # 
Sales Training—D. F. Kent .........cccccccccece atoccndciewer May 2 
Neat ea nc bindeeaksseeaVaness stele chek bsebeceea’ Aug. 
Savings and Spendings LAgswbndenkbhnnehtees4s cotineenes anal Oct. % 
= Case Sehhehe dhe beesstbeahsteeseks ees ccccceccccc cen 
Selling ‘the Juvenile Market—D. DOEe GD vesccsssucs Jan. 3 
Selling National Service—Louwis J. Grayson ..........+200. Dee. 
AR SESE ES ea SP Ia rT ape ne “Oct: 23, ian 39 
Service Information ........ Kees he ea pe be eae Reale ne sikGanacy . 
Seventeen in Service ............+. hee TPR ty pesecess aw 56 
ae te 66a. ', 4 6'en ok ae eee eneeensaweee Feb. 28 
Social Security—Z. H. O’Connor ..........0eeeeee0- weenwmedunt Aug. 21 
Social Security—Eric Johnston ...........ccccccccccccscccees Oct. 58 
Social Security—Chamber of Commerce Favors It ..........) Nov. 66 
South Dakota Insurance Department ...........cceccecesees Sept. # 
Speculative Risks—Ross E. eel EE re ery eee: Feb. 31 
Sub-Standard—Geo. M. Selser ........ccccccccccccccccscccees May 8 
Taxing the Life Out of W ealth—J. Blake Lowe ..... nie easel June 17 
A SS vio octcd dec ccccccsboesecnevecsceeded July 3 
ee ee ee ian cc cinnsendtienesonsxenes ccecc ellen 
Tropical Medicine—Past, ’ present and Future—Ernest 
COTTE FOU .cccrcvccccecssveetscccesciccssos Kpeesea eve July 2 
Underwriting the Ex- Service Man 
Es vc csaeisbetseseeaseectceyees sees Dee. 19 
U. 8. Government Life Insurance Fund ...............eeeee0s Feb. # 
War and Insurability—Harry W. Dingman, M.D. .........-.+4 Aug. 3 
ER I, MEU oo. 6055005.b.c0cccccresesceveeeesend Oct. 5 
What for and Why—Corinne Loomis ...........cceceeeeeccees Jan. 3 
What’s Your Score—Franklin A. Morse .......0..ceeeceeseees Oct. 21 


National Ass’n of Life Underwriters 
u 









y 37, Sept. 33, Nov. 59, Dec. 12, Jan. x 
Ba Se ID vg eanin gsc sainwicd on cbeeccctoonsssesé et. I 
National Service Life—Conservation Plan ............e0eee00- Oct. § 
National Service Life Amendments ...........sseeeeeeeeess Dec. @ 
I IS SED a cine Neto civ bask mene cciedeabs ss b0sietewes Feb, 5 
Nation’s “Real” Income ...............seeeeeeeccceeeeesees NODE 
Neuroses and the W yae a Braceland, 

Commander (M.C.) U.S.N.R. ....ccecccccecceccccecccecees Sept. 17 
BE. MIE 56.6100 6.0 8 60:4.6:6.0:5:4'0.0.0:0:0.0666:0008.0066060 bencene Dee. % 
OE Se SE IIR nis 50 0sss:d. 6054 Seda ceinlsewnehelenn etedseseee Sept. 4 
New York Savings Banks—Insurance Gains ................. Oct. 3 
EE ere ore 
ds nc 606 bneadienndd'eetiess en boneuwan 
RO NE UR” ORD og occ cccvccccncsceesceseceeal 
Pension Trust Memoranda ...... 


i. eh Sarr 
Personal Observation .. 
Personnel of Life Companies—Insurance Employees” 
Petition for Re-Hearing—S.E.U.A. Cas 

Policyholder Statements 
oe 
Population Trends—L. A. Thompson ........ 
Post-War Credit and the Banking Situation . 
Post-War Housing 
Post-W 








L. Douglas Meredith 
Post-War Problems—Walter 0. Menge 
Post-War Products and Markets ................. 
Post-War os and Desires—Arthur Hirose 
Preferred R 





Wartime Advertising—Margaret Divver 
Whither German Insurance ............... 
Why Men Buy—lIsaac 8. Kibrick ........ 
Why Men Buy Insurance—Zdward L. Bernays 
Why Retirement Income ..... 

Widows and Dependents ..... 

Woman Prospect Today, — 
Women Buyers ..........0.. 
Women Life Agents . 
Women Workers 













Women’s Opportunity—Marie E. Tompkins ........... . 
World Wide Underwriting—J. sone Avrack, M.D. .........Aug. B 
Worry for Profit—Robert J. Walker .......... chabseeceneeed Sept. 23 


Acacia Mutual, Washington 


(Agents Get Social Security) enkae Aug. 57 

cevorably Examined) .......... ec. 
Aetna Life, Hartford 

(Favorably Examined) ...........May 61 

(Juvenile Delinquency Film)...... June 55 

(Whatley _— eh enceibines 6aeaek sbi an, 61 


(Employee Bonus) ............... Jan. 61 
Aid Association for Lutherans, Appleton 

(Favcrably Examined) ..........June 
American Home Life, Spencer 


fe 2 ere Feb. 51 
American Life Accident, St. Louis 

(Favorably Examined) ....... ---Oct. 61 
American United, seemnepels 

ge Examined) ......... .-Oct. 61 
Amicable Life, Waco 

(Favorably Examined) ........... Feb. 51 
64 


INSTITUTIONS REPORTED UPON 


Atiantic Life, Richmond 
(Favorably Examined) ........... 
Baltimore Life, Baltimore 


(Writing Monthly Debit) ........ Jan. 61 
Bankers Life, Des Moines 

(New Poli licies) Satine aed dha Shai o nitee oid Aug. 57 

(Group Permanent Revised) ...... Nov. 69 


Bankers. National, a ait 
(Entering A. & H. Field) 
(New Juvenile le Policy) Sa 





(Passes $100,000,000 Mark) Nov. 

(Liberalizes Non-Medical Rules)..Jan. 61 
Bankers Union, Denver, Colo. 

(Favorably Examined DS ss seks eae ept. 67 
Beneficial Casualty, Los Angeles 

DUP ED Wancccacecsccuss -.-May 61 
Berkshire a ife, Pittsfield 

CINCO ROGIGNIEY ciccccvcess eee 


Boston Mutual, Boston 
(June 30th Figures) ............ Sept. 67 
Brown-Service, Birmingham 
(Merged with Liberty National) .Sept. 70 
California-Western, Sacramento 





(Stockholders’ Dividend) ......... Sept. 67 

(Free Group Coverage) ........-- Oct. 

(Rehabilitation Plans) ..........- Nov. 70 
Capital Life & Health, Columbia 

(Declares Stock Dividend) ........ Feb. 51 
Carolina Life, Columbia 

ee eae June 5 
Catholic Foresters, Chicago, tll. 

rE Sept. 67 

Columbian National, Boston 

(Executive Changes) June 5 

(Favorably Examined) ..-Oct. 61 

(Beardslee Heads Agency Dept.) ..Feb. 5 
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Commonwealth Life, Louisville 





(Woodson Vice President)........July 75 
Confederation Life, Toronto 
(Executive Changes) ............. June 55 
Connecticut General, Hartford E 
(Aviation Plan) ...............e0 ec. 55 
Connecticut Mutual, Hartford 
(Improved Dividends) .......... ec. 55 
Conservative Life, South Bend 
TN ee a ea Feb. 51 
Constitution Life, Los Angeles 
tT NES: cick osbpae na aanes Feb. 52 
Continental American, Wilmington 
(Favorably Examined) Seasancsee Sept. 67 
(Dividend Scale Adjusted) ...... Dec. 55 
Continental Assurance, Chicago 
2, MEE. ccGteeo accesses Oct. 61 
(Stock Dividend) ................ Dec. 55 
Danish Brotherhood, Omaha 
(Examined) ytd ssnwese weseconss Oct. 61 
urham Life, Rale' 
Dvpevorably Examined WE) cocdvcccscee Nov. 72 
Employers Life, «Sane 
((New Company) ........ccccceee Aug. 58 
E W itable Life. New York 
‘Managers’ Retirement Plan) ....May 61 
RN PUTCRESS) wccsecccvecscves Sept. 67 
MEE) sa ccccervesscdseccogcecess Sept. 67 
Fremey ChAN@eS) ..cccrccccecsees Dec. 55 
(Juvenile Insurance) ............ Dec. 56 
Equitable Life, Des Moines 
(Increases Agents’ Pensions) ....June 55 
EE «carted taageswesseeen ee Sept. 68 
Bureka-Maryland, Baltimore 
(Favorably Examined) ............ Feb. 52 
Farm Bureau Life. Columbus 
(Increases Dividends) ............ May 62 
(Reduces Loan Interest Rate)....June 56 
Farmers Union, Des Moines 
(Examination Favorable).........July 75 
Federal Life, Chicago 
NI PRS ee Feb. 53 
Fidelity Assurance, Wheeling 
(85% Settlement) ................ Jan. 62 
Fidelity Mutual, Philadelphia 
8 ea ere Feb. 53 
Fidelity Union, Dallas 
(Stock Dividend) .............2.. Jan. 62 
Franklin Life, Springfield 
(Executive Changes) ............ ec. 56 
(Liberalizes Aviation Coverage)..Jan. 63 
(Adopts Group Plan) ............. Feb. 54 
General American, St. Louis 
NED. 45'w 0060045500000 0005006 Sept. 68 
George Washington Life, Charleston : 
(Favorably Examined) ........ -..-May 63 
Girard Life, Philadelphia 
(Favorably Examined) ...........Aug. 58 
(Webster Associate Actuary) ....Sept. 69 
Golden State, Los Angeles 
CEPUEEEMOE) ccccccccccdesscccevcses ay 63 
Great American Reserve. ‘Dallas 
(Agents’ Earnings High) ...... ---Nov. 72 
(November Record) ............s.- Feb. 54 
Great Northwest, Spokane 
ard Vice President) ........... Jan. 63 
Great-West Life. Winnipeg 
(War & Aviation Changes) ...... Jan. 64 
Guarantee Mutual, Omaha 
(Favorably Examined) ES ey Oct. 62 
Guardian Life, New York 
(Continuing Dividends) ... - Dec. 56 
Guardian National, Lincoln, Nebr. 
CD <i ction dt cndeecckes meen pt. 69 
Gulf Life, Jacksonville 
(Favorably Examined) ..........- Nov. 73 
Home Life, New York 
(Favorably Examined) ........... Aug. 59 
(Agency Direction) ...... ...-Sept. 69 
Indianapolis Life, Indianapolis’ 
(40th Anniversary) EEE ere an. 64 
International, Phoenix, Ariz. 
CD SURED. 555 cu wcesonecad Sept. 70 
International Life, Phoenix, Ariz. 
(Formerly International Ins. Co.) .Sept. 70 
Jefferson National, —o 
(Stock Dividen ad). ceenew ..-May 63 
(Stock Dividend Correction)... ..s+-June 56 
Jefferson Standard, Greensboro 
(Single Premiums Increased) .....May 68 
rrr ea aa Feb. 55 
John Hancock Mutual, Boston 
(Executive Promotions) ........ Aug. 59 
(Continuing Dividend Scale) ....Dec. 57 
(Ctack President) .......cccccsesce Jan. 64 
Kansas City Life, Kansas City 
SE INORS Soca winch dh ane cgeee an. 65 
Kentucky Central, Anchorage 
CONE! EOWEIORED «0 iccccsiescocssne Dec. 57 
Kentucky Home Mutual, Louisville 
(Reinsures Methodist Benevolent) Feb. 55 
Lamar Life, Jackson 
(Favorably Examined) ..........- Oct. 62 
OE MOWMNOGN cnn 5, cc5s0sce0cees Feb. 55 


Liberty Life, Greenville 


FEBRUARY |, 1945 


ee ee 
Liberty National Life, Birmingham 


(Merges Brown-Service) ........Sept. 
Life of Virginia, Richmond 
(Investment Corp. Dissolved) ..... Feb. 
Lincoln National, Fort Wayne 
(EMERORROR TRAGER) occsccccccccccces July 
(Favorably Examined) cecccccces Aug. 
(Correction) eeedbesabeonscbescie-e Aug. 
(Considering A & Hh Field) aeakeke Feb. 
Lutheran Mutual, we 
COED 5 50500s0e2cbniccveve ..-May 


Manhattan Life, "New York 
(Policy Changes & Promotions)..July 
Manufacturers Life, Toronto 









ov. 74 


70 


. 56 


7 


(New Vice Presidents) Sebsevecane Jan. 65 

(Executive Changes) .............. Feb. 57 
Massachusetts Mutual, Spetngaals 

(H.O. Promotions) .. oceesen » oe 

(Endowment at 18) ............ . 14 
Massachusetts Protective, Worcester ” 

(Moulder Secretary) . -Dec. 57 

(Executive Changes) . --Jan. 65 

CR IEE Sa ett hd a Gweaci oad aud Jan. 6 
Merchants & Bankers, Jacksonville 

+. rete pt. 71 
Metropolitan Life, New York 

(Home Office Promotions) .. Aug. 59 

(Executive Changes 8) pebhses -Oct. 62 

(New Housing Development) -Nov. 74 

(Canadian Division) .............. Feb. 57 
Missouri Insurance, St. Louis 

CE MI Se ca cb cases sngoweae ec. 58 
aiaiiene Woodmen, Rock Island 

(President Retires).......... «++--Jduly 76 
Monarch Life, Springfield 

(Favorably Examined) ............ Feb. 57 
Monumental Life, Baltimore 

(Favorably Examined) ...........May 64 

Ow aS. ----Dec. 58 
Morris Plan, New York - 

ai oc setae cdeweku Jan. 65 
Mutual Benefit, Newark 

(Centennial Next Year) ..........Nov. 75 

(Favorably Examined) ............ Feb. 58 
Mutual Life, New York 

(New Advertising bit caeonceteae June 57 

(VT L COS reer une 57 

(Sells HMunicipats} . oe ee oseseccsoeen Ee 

CCOEPOCTEOMD ca sccccccccee bseseee . Aug. 54 

ee a, ee FE aren Sept. 71 

(Aircraft Employees Policies) ....Nov. 76 

(Nation-Wide Mortgage Program) Dec. 58 

(Financial Personnel Changes) ec. 59 

(Dividend Revision) .............. Jan. 66 
Mutual Savings, Decatur 

(On Old line Basis) ............June 57 
Mutual Savings Life, St. Louis 

i” i eee Jan. 66 
National Aid Life, Oklahoma City 

Es Kewicntsse0e0sc0 Jan. 66 

fo ree Feb. 58 
National Benefit Co., Tam 

(Formerly Merchants & Bankers). Sept. 71 
National Life, Montpelier 

SN ee ee od a ok ah Oct. 63 

(Offering eer eee Dec. 59 

(Continuing Dividend Seale) | -Dec. 60 

National Public veo Seatt 

ie, rae une 57 
New England Mutuai, Boston 

(Public Interest Advertising) er July 78 
New York Life, New York 

(Adopts 244% Basi: BP covccccccsssccd ly WD 

oeeneny oanewy - bicatabacin July 78 

ne Sea rrr «+e. . Sept. 72 

North American Life, Chicago 

(Enters A. & H. Field) .......... 67 
North American Reassurance, New York 

CEE 05560 tatasatshadeusessecxs uly 78 
Northern Life, Seattle 

(Favorably Examined) ........... Jan. 68 
Nortnwestern Life, Seattle 

CHINES hb'0'5 0.0 05. 05.0-0500.054%40% - Aug. 59 
Northwestern Mutual, “Milwaukee 

(Two New Directors) ebb tinsavncu Sept. 73 

(Continues Dividends) .......... c. 60 

(Revised Ap iHeations) ete otk haloinerdl n. 68 
Northwestern National. ebreceeccacs 

(Favorably Examined) Sgeooenen <—% 58 

(Returning Service Men) ........§ pt. 36 

( joan aoe Promotions) .......... ec. 60 

i  — OO eRSree Feb. 58 

Occidental] Life, Los Angeles 

(Favorably Examined) .......... Sept. 73 

(Family Rider) ............ PERE AY Nov. 76 

(Junior Estate Policy). Se eTeeer ee Nov. 76 
Old_ Line Life, Milwaukee 

(Favorably Examined) ........... Aug. 60 
Olympic National, Seattle 

(Favorably Examined) ........... Aug. 60 
Oregon Mutual. Portland 

(Favorably Examined) ..........June 58 
Pacifie Mutual, Los Angeles 

($750,000 for Non-Can) ............May 65 









(Air Risk Change) ......... . 1% 
(Fifth Dividend Option) .......... 61 
(Liberalizes Underwriting) 61 
Pan-American Life, New Orleans 
(Favorably Examined) eedee cso. F 
(Year-End Figures) ..........e00- Feb. 
Paul Revere Life, arenegetes 
Wood Named Exec. Bed ccoves May 65 
Penn Mutual, Philadeiphia 
(Policy (Caanges) wcccesscccccccce Aug. 60 
(Executive Changes) .............. Feb. 6 
Philadelphia Life, Philadelphia 
|). arrears ec. 61 
Phoenix Mutual, Paxtiord 
(Adopts 214%" NEED -ocs0ccececs Ae 
(Agents Compensation) .......... Sept. 
Pilot Life, Greensboro 
(Favorably Examined) .........-. ne 
Policyholders’ National eae Falls 
(Favorably Exami ined) obseseeee .-May 
Postal Union Life, Los naa 
(Correction Notice) ......cccecees ept. 
(New Eixecwtives) ....cccccccscose _ 
(E. T. Newcomer Connection)..... Ja 
Provident Life & Accident, Chattanooga 
Cae De TEND. 3 onccscdcacocees Sept. 
(Favorably Examined) .......... Dec. 
Provident Life, Bismarck 
(Leading State |, ar .-May 
Provident Mutual, Philadelphia 
(Favorably Examined) cebeoucesd ec 
Prudential, Newark 
(Absentee Dt Hichbuneesosanad May 
(Retirement Plan) . --Oct 
(Promotions) ....... - Dec 
(Executive Changes) Jan 





(Juvenile Ord. Polici es) Pr ee Jan. 


Public Service Life, Health & Acc., » ent 2 
ug. 6: 


SINNED obi caer iocceevccsses 
Reliance Life, Pittsburgh 

CHROEE CHORMIBD soc cccccccccccccce July 
Republic Life, Oklahoma City 

(favorably Examined) 
Reserve Loan Life, Dallas 

(Stock Dividend) 

(Enters Cuba) 
Scranton Life, Scranton 

(Anniversary Campaign) 


Security Mutual, Binghamton 

(Favorably Examined) fund vend aad< Feb 
Service Life, Omaha 

(Examined) bh adsbhbenheseseheod ss Dec 
Southern Life, Dallas 

ES tee eae tec ehcws eects Jan 


Standard Lite, Indianapolis 


(Executive Changes) eovecccecoese June 

(Yeur-End Figures) ............... Feb. 
State Mutual, Worcester 

(Continues Dividend BORIS) 2.2.05 Dec 
State National Life, St. Louis 

(Favorably Examined) ........... Nov. 
Sun Life ontreal 

(June $0 Fi A hind aid bekiepuae Oct 

(Executive Promotions) Sewbnseuvd Jan 


Supreme Liberty Life, Chicago 
ee, er le ea June 

‘Teachers Ins. & Ann., New York 
(Cobb Secretary) 

The Travelers, 


(Issuing Juvenile) amb eanhoeeene'de Aug. 

(Executive Changes) ............. Jan. 
Union Mutual, Portland 

(16% Increase) ............s..e0- Sept. 
Union National Life, Se 

(Rodgers President).............. July 
United Fidelity, Dallos 

(Reserve Basis Changed) ..... ....May 


(Favorably Examined) 
Dnited Insurance, Chicago 
(Stock Dividend) 
(Examined) 
United Life & Accident, Concord 
(Favorably Examined) 
United Mutual Life, New York 
(New Old Line Company) panennwes Feb. 


United National Ins. Assn., Atlanta 
(Purchases Trans-America Life) ..Oct. 
United Services Life, Sees 
SeINED 5 si ctnesdonkeeenbse oes uly 
United States Life, "New York 
(Reduces Overseas eS June 
- 2, = | 9 yeeegeecneeepae Sept. 
(Premium Deposit Fund) ........ ec. 


Universal Life, Richmond 
(Increasing Ca ital) 
Volunteer State, Chattanooga 
denne mg Vice President).... 
(Favorably Examined) ........... 
Washington National, Chicago 
(New Home Office Building) 
Western & Southern, Cincinnati 
(Favorably Examined) 
Western Mutual Life, Fargo 


(Favorably Examined ee Serre June 

(New —— Company) ..... -....- Sept. 
World, Omah 

(Report of ‘Meminaticn) beeedesen Nov. 
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COLUMBIAN NATIONAL 


LIFE INSURANCE COMPANY 
OF 
BOSTON, MASSACHUSETTS 


offers to its fieldmen 
a line of complete personal 
coverage including: 


ACCIDENT & HEALTH 
HOSPITALIZATION 
SUBSTANDARD 
WHOLESALE 
JUVENILE 
GROUP 
LIFE 
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THE DOCTOR 
TAKES HIS MEDICINE 


Ween A DOCTOR TAKES 


his own medicine, a lawyer follows his own 
counsel and a cook relishes his own dishes, 


you can bet they’re good! 


Our new Junior Estate policy passed this acid 
test when Occidental agents read it and reached 
—for applications on their own children. 


Each $1,000 of initial Junior Estate insurance 
provides endowment-like results until age 21. 
That’s what fathers like. Then each $1,000 be- 
comes $5,000 of Straight Life. No premium 
increase. No evidence of insurability! That's 
what children like when they grow up — adult 
insurance for only $9 to $12 per $1,000. 


For 15 cents a day, who wow/dn’t like it? 


ife Insurance Company 


of California 


— PRESIDENT 


Occidental L 


y. H. JENKINS © vic me = 
wals — they last as long 
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ON JANUARY 31, 1945 WE COMPLETE 


100 YEARS OF EXPERIENCE 





AND BEGIN OUR SECOND CENTURY OF 


LIBERAL SERVICE TO POLICYHOLDERS 


The Mutual Benefit Life Insurance Company 


Newark, New Jersey 





